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CONVERSION KIT 30, . << TIME PILOT ’84 


The future is now. Introducing TIME PILOT ’84. 
Available exclusively as an original first-edition © = we) 
conversion kit from the creators of GYRUSS, # es ad a H 
TRACK & FIELD, and the original TIME PILOT. [teen Konami, Inc. 
A whole new challenge that’s sure to become fea it HTT Ee vat wily nee 20655 S. WESTERN AVE., SUITE 116, TORRANCE, CA 90501 
another great arcade hit. 4 iene meme §=©6PHONE: (213) 533-8644 
Gada Ty Cen | TELEX: 4720119 KONAMER FAX: (213) 533-6040 


For further information, contact your local girl (1 SAS 
distributor today. . Pack 06 : Mecitetaen §=© Konami 1984 All rights reserved. 


WARNING [he TIME PILOT ’84 video game is available only in conversion kit form and is manufactured by Konami 
Industry Co., Ltd., and sold in the U.S. and Canada exclusively by Konami, Inc. 
Willful copyright infringement is a Federal Crime. Konami, Inc., fully intends to take all legal action necessary 
to protect its proprietary rights against all parties manufacturing and selling TIME PILOT ’84 games, or games 
which imitate the TIME PILOT ’84 game, and which infringe upon Konami’s said proprietary rights. 
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YOUR INDEPENDENT 
DISTRIBUTO 


A RARE BUT PROUD BREED! 


Family Owned 
Operator Trusted 


Not committed to pushing any 
one brand over another 


HONESTY @¢ INTEGRITY ¢ SERVICE 


CENTRAL 


DISTRIBUTING COMPANY 


3814 Farnam Street © Omaha, Nebraska 68131 


402/553-5300 
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UP FRONT 


SERVICE/SECURITY: 
MORE IMPORTANT THAN EVER 


To bring you more information, Play Meter has 
devoted this issue, normally dedicated to service, to 
service and security issues affecting the operator and 
the distributor. 

The topics go hand-in-hand because you can’t 
give good service unless equipment and personnel 
are protected from theft or physical harm. You also 
can't keep offering clients better service if you can’t 
depend on employees. 

Dollar for dollar, thefts by employees within a 
company outweigh thefts from outside criminals. 
Many in the coin-op business have learned this lesson 
the hard way and have had to turn to some type of 
truth verification testing—also known as lie detector 
tests. 

Now, more than ever, operators and distributors 
need to monitor all aspects of their businesses. To 
keep tabs on internal activities, you many want to try 
truth verification testing. To keep someone from 
breaking into your business, specifically vans and 
trucks, you may need to invest into some type of 
security system. Stories on employee testing and 
route security are in this issue. 

Service stories include Frank “The Crank” 
Seninsky’s “The Care and Feeding of Your Pinball 
Machine,” a reprint of a Bally Midway booklet written 
by Seninsky. This story is recommended for anyone 
operating or anyone considering operating pinballs. 
Also there is an article on Cleveland Coin’s new test 
fixture. Thesfirst unit should roll off the line the end of 
July. For information on computer software for the 
coin-op industry, read an article on the system Dick 
George’s Roy George Music & Vending Corp. 
developed. 

| also want to add a few comments about service 
in this ““Up Front.” 

Service can mean different things to different 
businesses. But they all know that the service they 
offer customers is very important. The type of service 
you provide can cause your business to succeed.or to 
fail. 

Here’s one simple example. If customers pull into 
a gas station, but no one pumps the gas, cleans the 
windshield, or checks the oil, they remember that 
station they saw down the road. They won't be back 
because the gas is the same, and prices are 
comparable. These customers were lost due to bad 
service. 

This holds true for the coin-op amusement 
industry. If an operator needs new equipment, he 
knows it will cost about the same at most distributor- 
ships. Service will ultimately win or lose his business. 
If he orders equipment and is promised two-day 


delivery, extending the deadline another couple of 
days might not seem like a big deal to you. But those 
two days give him time to think about going else- 
where. 

Of course, circumstances sometimes are beyond 
your control. But a phone call to the operator can let 
him know that you are concerned. Every distributor 
should make it a point to call operators when condi- 
tions can’t be met. 

An operator once said, “My distributor charges a 
little more, but I can’t afford not to buy from him.” 
What a compliment to that distributor! His good 
business practices allow him to charge enough to 
ensure dependable service. 

An operator also owes the same type of service to 
his locations. If a location wants a new game and you 
know you aren't going to place it, don’t say OK to 
appease him and then forget about it. Also if aservice 
call is needed, don’t say you will be there within the 
hour when you know your service people are at lunch 
and won't even be back for over an hour and have 
other calls to make. The service you offer locations 
sets you apart from your competition. 

A business service that usually does not receive 
more than a passing thought is the person who 
answers your phone. This has been drawn to my 
attention when | have called respected businesses 
and have been greeted by a rude person. Though it 
may not be logical, and may even be ridiculous, | 
found myself thinking less of that company. 

| once called an operator in Minnesota, eager to 
ask him his expert opinion ona topic. His receptionist 
informed me that she could not take a message and 
that it would be my responsibility to call back— 
although she had no idea when her boss would be in 
the office. | never did call back, and | thought that it 
was a good thing | was not a customer. 

On the other hand, | have called companies 
where the receptionist said “Hello. May | help you?” 
and she sounded like | was the most important person 
who had called all day. She made me feel she was 
going to'do her best to make sure | was helped. My 
respect for that company jumped a notch. 

You may be reviewing your customer services 
right now. As you do this, think of even the small 
service Opportunities available to make your cus- 
tomers happy. You better believe that they are 
thinking of them. 


Valerie Cognevich 
Editorial Director 
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Also see the “Equipment Poll” in value in getting the copyright 
this issue. It has a new look and a_ royalty fees reduced. 


new name, “National Play Meter.” Mrs. Edward A. Dierickx 
Operators now give more specific President 
earning information. This helps Dierickx Vending Co., Inc. 
Play Meter to more accurately deter- Irvington, New Jersey 


mine a game’s rank. 

Editor’s Note: We thank Mrs. 
one Dierickx and all the other industry 
Jukebox petitions members for collecting petitions. 
The response rate has been phe- 
Enclosed is the final batch of peti- ”omenal. You can still send pett- 
tions that our customers have tions to Play Meter at P.O. Box 

signed. We hope they will be of 24170, New Orleans, LA 70184. 


Audio Visual 
Amusements 


Coin-op darts 


Last month we noted the inclusion 


e ® 
Offering the finest 
for the first time of coin-operated 
d “Equi 
poles ker eect teat hee new and used 


the field about how operators view 
our dart games, but the vehicle of e 
the “Equipment Poll” would be very eq U i p mM eC nt 
helpful to us. 
Could you please let me know the 


steps that need to be taken for | REPRESENTING LEADING FACTORIES 


having our games included in the 


poll? @ SALES, PARTS, SERVICE @ 


Bonita J. DeVale 
Vice President 


IDEA NEW IN CRATE 
Sycamore, Illinois (Cine.) Dragon’s Lair (1000 disc) $1595 (Nin.) Donkey Kong 3 $1045 
. . (Myl.) M.A.C.H. 3 $1695 (Nin.) Mario Bros. $1095 
Editor’s Note: Operators determine (Nin.) VS System call (Zaccaria) Farfalla $1795 


which games are placed on the (Nin.) Punch-Out — call 
“Equipment Poll.” As soon as Play 
Meter learns of anew piece of equip- 


een eee aaon | YOU'VE TRIED THE REST, 
Tr 

seme td lane sales Si Slob NOW TRY THE BEST 
locations. Play Meter receives and 

tallies their results. The top games 


are then placed on the “Equipment ‘“We’re Eager To Se rve”’ 


Poll.” 


Coin-operated dart games have . 1809 Olive Street 
been on the survey sent to operators St. Louis, Missouri 63103 


for quite some time. They are 
314/421-5100 


appearing on recent “Equipment 
For further information, call Pete Entringer (collect) 


Polls” because they have earned a 
position. Operators indicate there 
are more coin-op dart games, and 
they are making more money. 
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PRIZES @ WAMO SETS RECORDS 


MINNESOTA APPROVES 


The battle in Minnesota between 
private pay phone companies and 
Northwestern Bell is over, but there 
are no losers. 

Private phone companies such as 
Tonk-A-Phone and Coin Communi- 
cations, Inc. (two companies who 
filed suit against Northwestern Bell) 
will be able to place private pay 
phones. On the other hand, North- 
western Bell will be able to increase 
profits in the Coin Phone Division 
by an estimated 10 percent. 

Bob Albertson of Tonk-A-Phone 
and David Germain of Coin Com- 
munications said Northwestern Bell 
has been supportive of them. “Their 
concerns were that the private pay 
phones would not be up to standards 
of the phone company phones,” 
Albertson said. “They were con- 
cerned about private phones having 
free access to the 911 emergency 
number, and that rates for North- 
western Bell customers would not 
increase because of less revenue in 
the coin-op phone division.” 

All these issues were resolved. 
Private pay phones will be required 
to meet high standards. The FCC has 
not licensed any private phones in 
Minnesota yet, but it is on the 
agenda. The FCC will begin to 
register the private phones soon. 
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As a part of the agreement, private 
pay phone companies must wait 20 
days from the May 30 decision to 
install the phones. A summary judg- 
ment was lost by the private pay 
phone companies last year which 
would have let them place the 
phones until a final decision was 
reached. 

The private pay phones will be 
hooked up on special metered lines 
allowing the phone company to 
monitor the number of calls. The 
basic phone line charge of $55 will 


PRIVATE PAY PHONES 


include 200 calls. The next 200 calls 
will each cost 10 cents; 8 cents for 
the next 200; and over that, 5 cents 
per call. 

Northwestern Bell will save 
money by not having to maintain 
the phones or hire collectors for the 
COINS. 

“This is a real shot in the arm for 
route operators,’ Germain said. “‘l 
think several other states have been 
looking for the judgment in this 
state before making their own 
decisions.” * 


AGMA ELECTS OFFICERS 


The 1984 AGMA board of direc- 
tors met in Old Town Alexandria 
June 1 and elected officers for the 
coming year. 

By unanimous acclamation, the 
1983 officers of the AGMA board of 
directors were re-elected as follows: 
Joe Robbins (Interlogic), president; 
Dick Simon (U.S. Billiards), vice 
president; Glenn K. Seidenfeld Jr. 
(Bally Mfg.), secretary-treasurer; 
and Glenn Braswell (AGMA), exec- 
utive director and assistant secretary. 

The full membership of the 1984 


AGMA board includes: Joe Robbins, 
Dick Simon, Glenn K. Seidenfeld Jr., 
Bob Lloyd (Data East), Ron Judy 
(Nintendo), Gary Stern (Stern Elec- 
tronics), Paul Moriarity (Taito), Jerry 
Marcus (Atari), and Bill Cravens 
(Universal). 

Joe Robbins and Gary Stern were 
re-elected to three-year terms on 
the board. Jerry Marcus was elected 
to a three-year term, and Bill 
Cravens was elected to fill the 
unexpired two-year term of Frank 
Fogleman who resigned. * 
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MARYLAND 
STUDENT 
UNION 


Van Brook is #1 World Wide 


XN Keeping our Customers Number One has made Van 
Brook the Number One Leader in the Amusement & 
ATARI Casino Token Industry. No other supplier can offer you: 


Immediate, same day shipment on Stock Tokens and 
Accessory Items. 
¢ Buy-Back Agreement 100% on Stock Tokens. 
¢ Special-Sized Token Wrappers. 
¢ Wide array of all necessary Signs and Stickers. 
¢ Accessory Items in stock for immediate shipment. 


* Token Mechs (Metal & Plastic, 48 different sizes 
and types). 

* Cradles & Cradle Kits. 

« Push Chutes (Complete, Single-Token & 
Double-Token), Replacement Slides. 

* English #515 Roll-Down Acceptors. 

* English 4 x 4 Replacement Cradles & Kits. 

* Klopp Token Counters. 

* Security Cash Controller 

Kwik Koin Token Dispensers. 


Ce 
NE 


e Expert Technical Advice & Assistance, based on 
many years of experience. 

¢ Professional Artwork & Design Service at no charge. 

e Hundreds of attractive Stock Dies. 

e NOTES & QUOTES Promotion Booklet (up-dated 
and revised periodically). 

e Exporting Expertise -- We know the Export Market, 
and how to solve its complex problems. 

e Product Exellence -- Van Brook Standards of 
Precision and Quality Control are the highest in 
the Token Industry. 


Phone or write for catalog & samples 


Las | 
HOLIDOME 
INDOOR 

e CENTER 


Copyright © 1982 © Van Brook of Lexington, Inc. ® All Rights Reserved. 


VAN BROOK OF LEXINGTON, INC. ¢ P.O. BOX 5044, LEX. KY. 40555 
—— (606) 231-7100 exa_—— 


“Quality is Our Family Tradition’ 


800-227-5813 


IN CA 800-227-5814 


Quaity contol personnel at Hoffman & Hoffman 
checking diameter of token with micrometer 


e Immediate same-day ship- 
ment on stock tokens 


e Quality artwork and design 
service at no charge 


e Hoffman & Hoffman tokens 
are minted under the most 
rigid quality control 
standards. 

e We match Old World crafts- 


manship with advanced 
technology. 


e Hoffman & Hoffman has 
the best prices and fastest 
delivery for stock or custom 
tokens. 


e You can buy the best 
tokens for less. Check 
Our prices and see. 


HOFFMAN &y HOFFMAN 


P.O. Box 896, Carmel, CA 93921 
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LOUISIANA 
CRACKS DOWN ON 
VIDEO CARD GAMES 


The Louisiana Office of Alcoholic 
Beverage Control has issued a warn- 
ing against illegal video card games 
and other gambling devices in a 
letter sent to bar and restaurant 
owners and to a number of coin-op 
operators in the state. 

The letter states that “certain 
video games distributed through- 
out the state are illegal gambling 
devices as defined in La. R.S. 15:31, 
because they are equipped with 
knockoff mechanisms and internal 
counters,” and that the office, along 
with the State Police Criminal 
Investigation Bureau, will begin 
aggressive enforcement of Louisiana 
gambling statutes July 1. “The alco- 
holic beverage outlets found to be 
in violation after this date will be 
dealt with both criminally and 
administratively as the case may 
be,” the letter reads. 

The devices are ‘“‘subject to 
immediate seizure and destruction,” 
said Michael W. Russell, Louisiana 
Commissioner of Alcoholic Bever- 
age Control. Recently, Russell said, 
50 video pokers equipped with 
knockoff devices were seized and 
destroyed in Monroe, Louisiana. 
“Legitimate operators were calling 


to complain about these machines 
hurting their business. A lot of 
people are paying off on the games, 
and it was starting to get out of hand 
just like the old pinball machines,’’ 
he continued. “They are illegal, and 
we don’t want them in the state.” 


The games in question include 
“any slot machine, pinball, or other 
ball machine, mechanical or elec- 
tronic device equipped with a 
mechanism to release the number 
of free games or replays and the 
mechanism to record free games or 
free plays so released.” 


Russell also said that law officers 
do not actually have to see someone 
gambling on the machines in order 
to confiscate them. 


“All law officers are authorized, 
and it is made mandatory on their 
part to confiscate and immediately 
destroy all gambling devices or 
machines used for gambling that | 
come to their attention,” Russell 
said. 

“A lot of operators around the 
state have called to say that they 
appreciate what we've done,” he 
added. “The letter caused a lot of 
people to remove them.” e 


‘FACE OFF’ SUIT SETTLED 


Innovative Concepts in Entertain- 
ment (ICE) and Entertainment Enter- 
prises, Ltd. have reached an agree- 
ment resolving their dispute over 
the sale of the Face Off hockey 
game, according to a statement 
issued by Jed Forman, Entertain- 
ment Enterprises president. 

The out-of-court settlement 
allows Entertainment Enterprises to 
sell Face Off. This settlement was 
reached with the court’s approval, 
Forman said, “to avoid a prolonged 


and expensive legal battle.’ 


A December federal court injunc- 
tion prohibited Entertainment 
Enterprises from “making, selling, 
or advertising’ the game which ICE 
officials called “a blatant copy” of 
ICE’s Chexx hockey game. (Play 
Meter, March 15, p. 17) 


Ralph Coppola, president of ICE, 
told Play Meter that both companies 
agreed that the terms of the settle- 
ment are not to be released. . 
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NOW 3 MONEY 


MAKERS FROM 


TONK-A-PHONE 


AIR 
TALKER. 


Talking Air Vendor 


ADVANTAGES: 


e Anti-Freeze Air Valve 

e Constructed of 18 gauge 
stainless steel cabinet 

® Coin-operated air vendor 


e Recordable sales message 
“Today we have asaleontires,”’ 
OR “Gee, what a HOT DAY, ice 
cold pop inside’ are samples of 
what your air talker might Say. 


e Operator can change sales 
message any time 


e Easy to install 


Own Your Own Pay Phone* 


Full-service phone now available. 
Now legal in most states: 


LONG-DISTANCE PAY PHONES « 


t | e e For local & long- 
po a distance calls 
e Free emergency 911” 
Capability 
e Timed local calls 


e Timed long-distance 
Calls 


e Touch tone 

e Adjustable time on calls 

e Works on standard 
business lines 

e Capable with MCI, 
Sprint, etc. 

e LED indicator lights 
displaying remaining 
time 

e Free “800” call capability 

e Time per coin 
accumulation 

e Stainless steel 
construction 

e Full one year warranty 


Dealers and Distributors 


Patent Pending inquiries invited 
AMERICAN MADE 


A GREAT SERVICE FOR YOUR 
RESTAURANT & LOUNGE LOCATIONS 


New cordless Rent-A-Phone for metered and local calls 
only. The waitress takes a cordless Rent-A-Phone to the 
customer's table. Each call is registered on the meter’s 
base unit. The customer pays for the calls with his food or 
drink bill. 


Phone: 612/471-0126 * GOOD NEWS!! 


Dealer and Distributor inquiries invited! June 15, F.C.C. approved regis- 


tering privately-owned pay tele- 


TONK-A-PHONE, INC. 


P.O. Box 388, Spring Park, MN 55384 


JOHN PHILLIP TUBA 


EXPANDS IN FLORIDA 


John Phillip Tuba Corporation, an 
ice cream shop/entertainment 
restaurant franchise company, an- 
nounced it has given its wholly 
owned Florida subsidiary, John 
Phillip Tuba of Florida, Inc., the 
franchise rights to open John Phillip 
Tubas throughout Florida excluding 
the 14 areas in which the parent 
company has already established 
franchises. 

“It’s a stepping stone to expan- 
sion,” said Martin Berns, president 
and founder of John Phillip Tuba 
Corporation. The subsidiary is going 
public, Berns explained, in order to 
build eight to 10 John Phillip Tuba 


franchises in Florida. The company 
has entered into a letter of intent 
with the Securities and Exchange 
Commission to make an offering of 
units consisting of shares of common 
stock and warrants to purchase addi- 
tional shares aggregating $3,000,000. 

Berns also reports that John Phillip 
Tuba Corporation is opening anew 
franchise outside of Nashville in 
mid-July. 

“Videos are down,” Berns re- 
marked. “At first we tried to have 50 
videos and other amusement games 
in our restaurant locations that have 
games. Today, it’s down to 40 games 
so that they don’t take up that much 


space. Videos have always been a 
secondary part of our business,” he 
continued. “We are primarily an ice 
cream shop/restaurant business, 
and videos are put in as an adjunct. 


‘Video games still get play 
because of the birthday parties we 
hold,” he said, “but some of our 
franchises don’t have any games.” 
(Play Meter, Nov. 15, 1983, p. 75) “If 
we had tried to be an entertainment 
center, we wouldn't be expanding 
the way we are.” 


John Phillip Tuba Corporation is 
also publicly traded and listed on 
NASDAQ (symbol—TUBA). 8 


-_ inflator industry, one of the 
fastest growing industries 
available for investment 
today. 

-AIR-serv’— 
@ Requires no costly overhead 
e Isn’t a fad 
e Provides a necessary service 
¢ Is a cash business 

_ @ Requires no machine rotation 

© Has no product spoilage 
_ @ Has low equipment depreciation 
 @ Requires minimal maintenance 


and still keep making money 


_ The Market. Of 211,000 gas 
__ locations, over 60% do not 
have air. And, AIR-serv’ has 
been approved for use by 
__. many major c-stores and oil 
companies. 


©1983 AIR-vend, Inc. 
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Join the coin-operated tire 


 @ Can be left for long periods of time 


Tired of coin-operated equipment 
that can't return its investment? 


“AIR-serv'i is one Money-Maker whose earnings 
keepi increasing month after month.”’ 
“I became an AIR-serv® dealer to supplement lost revenues from my 


amusement business. But, the response has been so overwhelming that I’m 
now devoting most of my time to it. And, it’s really paying off!” 


W. Collier Barnett 


Star Amusements Co. 


The Program. As an AIR- 
serv” dealer, you can expect 
an R.O.I. in less than one 
year. Depending on your tax 
bracket, that’s only 10 to 12 
uses per day, per machine! 
Many of our dealers 
anticipate yearly earnings of 
up to $250,000 annually in the 
next 3 to 5 years. 

You'll get full factory 
support: copyrighted sales 
presentations, brochures, 
training seminars, co-op 
advertising, and much more 

. all geared to make you 
successful. 

Give us a call today and let 
us tell you about your future 
with AIR-serv’. 


AIR-vend, Inc. 9817 Valley View Rd.f 


Call Mr. Perkins 


1-800-328-7952 
In MN: 1-612-944-3604 


Eden Prairie, MN 55344 
A Minnesota Corporation 
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VIDEO COPYRIGHT 
PROTECTION SOUGHT 


Legislation that would reduce or 
revoke the special trading privileges 
of nations originating fraudulent 
copies of U.S. copyrighted video 
games has been introduced in both 
houses of the U.S.Congress. 


U.S. Rep. John Dingell (D-MI) and 
Senator Frank Lautenberg (D-N)J), 
prime sponsors of the two bills, 
were briefed on the problems copy- 
right infringement has posed to the 
coin-op video game industry prior 
to drafting either bill. During testi- 
mony before Rep. Dingell’s Over- 
sight and Investigation Subcommit- 
tee last summer, AGMA Executive 
Director Glenn Braswell estimated 
that copy games comprise at least a 
third of the U.S. video game market. 


Rep. Dingell, chairman of the 
House Energy and Commerce Com- 
mittee, introduced H.R. 5634 after 
concluding a year-long investigation 
which found that ‘“‘no meaningful or 
even consistent system of protection 
for U.S. intellectual property rights 
exists in world markets.” Senator 
Lautenberg, a member of the Senate 
Commerce Committee, recently 
introduced S. 2549 after studying a 
January 1984 International Trade 
Commission study which estimates 
that counterfeit sales of U.S. goods 


cost American companies $6-$8 


billion in lost revenues annually. 


Both bills would direct the U.S. 
Commerce Department to review 
the duty-free trading status granted 
to such “developing” economies as 
Taiwan, Hong Kong, and South 
Korea under the Generalized 
System of Preferences if American 
software and other “intellectual 
property” copyrights are not ade- 
quately protected. If offending 
nations fail to cooperate, GSP status 
would be revoked. 

Braswell noted that these bills 
meet AGMA’s legislative position 
calling for the U.S. government to 
“mount a serious counter-offensive 
against the importation of pirated 
amusement games.” “Consider that 
$5 billion worth of quarters was 
dropped into all types of amuse- 
ments last year. Estimate the reve- 
nues derived from a third of all 
video games on locations across the 
entire nation; combine that figure 
with lost sales to manufacturers that 
these games represent; count the 
number of people who decided not 
to play a video game again based on 
an experience with a poor quality 
game, and it all adds up to a multi- 
million dollar rip-off,’ he said, sum- 
marizing the problems. e 


WICO CANADIAN 
TOLL-FREE NUMBER 


Wico Corporation has established 
a Canadian toll-free telephone 
number—1-800-FOR-WICO. 

“We're pleased to allow our 
Canadian customers the oppor- 
tunity to save time and money with 
toll-free service,’ said Dick Sershon, 
Wico’s director of sales and market- 
ing, Distribution Division. 

Wico Corporation, founded by 
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Chairman Max Wiczer in 1940, 
operates sales and distribution cen- 
ters in California, New Jersey, 
Georgia, Nevada, and Texas, and 
international offices in Japan and 
Taiwan. An IBM 4341 on-line com- 
puter links all distribution centers to 
provide Wico with immediate 
access to inventory levels, product 
data, and delivery times. * 


wath 


With 125 different rides 
in our line. 


RELIABLE & 
PROFITABLE 


FUN CENTERS ¢ GROCERY STORES 
MALLS « ETC. 


Full 1 Yr. Warranty 
Designed for Dependability 
Over 125 Different Rides Available 


For more information call 


KIDDIE RIDES, INC. 
9261 - 130TH AVENUE N. 


Subsidiary of: 
Elektro-Mobiltechnik & R.J. Newborough & Co. 


Pw — 
PRA LARGO, FLORIDA 33543 
ati 


(813) 581-7001 
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FANTASTIC 
PRICES! 


Space Ace (new) ... 
VS. Tennis 

VS. Baseball 
Spyhunter 

Track & Field 

Hyper Sport 

Star Wars 

Pole Position II 
M.A.C.H. 3(new) ... 


2399 


1395 


2095 
1695 


KITS 
Crystal Castles 
Pro Golf 
Exerion | 
Mr. Do!’s Wild Ride 745 
Mega Zone 
Circus Charlie 
VS. Baseball 
Major Havoc 


We Also Have 
New & Used 
Pin Games 


If You Don't See It, 
Call Us! 


Interspace 
Video 
Sales 


The Industry’s Bottom Line 


800/221-7088 
in CA 916/386-0100 
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BALLY SOUTHWEST 
HOLDS OPEN HOUSE 


More than 200 people attended a 
Bally Southwest Distributing open 
house May 17. 

New products were displayed and 
guests talked with AMOA President 
Dock Ringo, with manufacturer 
representatives, and with Bally 
Phoenix employees. 

The event was held in conjunction 
with the monthly meeting of the 
Arizona Coin Machine Council 
which followed. 

General Manager Sal DeBruno 
welcomed many amusement and 
vending manufacturers including 
Ken Ichiki and Alvin Froehlich 
(Konami), Brian Duke (Universal), 
Rene Lopez (Taito), Larry Berke 
(Bally Midway), Mark Struhs (Dyna- 
mo), Bob Martin (Automatic Pro- 
ducts), Bob Burrows (Moyer Diebel), 
John Taylor (Vendo/U.S.I.), Pat 
Mattingly (Coinco), and Nick Griggs 
(Mars Electronics). 

Chuck Gates, Bally Distributing 
western regional vice president, 
also attended as well as Dick Peter- 
son, Bally manager in Houston. 


DeBruno, the 45-year veteran of 
the coin-op business who has 
headed the Phoenix distributorship 
since late February, voiced optimism 
over the positive outlook of the 
operators in attendance. ® 


€ 
Konami’s Ken Ichiki and Alvin Froehlich 
and Bally’s Larry Berke attended Bally 
Southwest Distributing’s open house. 


YEE JOINS BULLWINKLE’S 


Rich Yee has joined Bullwinkle’s 
Incorporated as regional manager. 

As regional manager, Yee super- 
vises restaurant general managers. 
He monitors and reviews the per- 
formance of restaurant manage- 
ment personnel, provides feedback 
to the Corporate Training Depart- 
ment on the effectiveness of Bull- 
winkle’s Manager Training Program, 
and acts as a corporate facilitator in 
implementing procedural changes, 
promotions, and policies. 

Bullwinkle’s Incorporated oper- 
ates and franchises Bullwinkle’s 
Family Restaurants, establishments 
which combine food with enter- 


tainment provided by computer- 
controlled water fountain shows 
and animated characters from “‘The 
Bullwinkle Show.”’ 

There are currently four Bull- 
winkle’s restaurants in operation: 
the original company-operated 
prototype in Santa Clara, and 
franchises in Upland, California; 
Calgary, and Edmonton, Alberta, 
Canada. Two company-operated 
Bullwinkle’s will open later this 
summer in Federal Way, Washing- 
ton, and Richmond, Virginia. By the 
end of 1984, plans call for 12 
Bullwinkle’s restaurants to be open 
in the United States and Canada. @ 
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DIGITAL CONTROLS 
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Michael M. Macke ne 

pe. TACTICIAN < 
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WE'RE SELLNE THIS FAME 


CUT BACE ON THis ON/E— 


a "a 


“* Digital Controls Inc. ms . . — —— 
5555 Oakbrook Pallivay Suite 200 ~* gage eS sea, sess 


Norcross, Georgia 30093 
800-441-3332 


“Copyright Digital Controls, "inc. 1984” 


Northwestern University’s Cheryl Wilson 

and Ron Colson, philanthropy chair- 

persons of the sorority and fraternity 

that together won Taito’s |ce Cold Beer 

game for raising more than $12,000 for 
Faster Seals. 


Taito America Corporation’s 
donation of Ice Cold Beer helped 
the Northwestern University Dance 
Marathon ’84 raise a record $76,663 
for Easter Seals—$10,000 more than 
the event brought in last year— 
according to marathon co-chairman 
Rick Ruskin. 

Northwestern Dance Marathon 
84 prize committee chairpersons 
said Taito America’s support enabled 
them “to make a significant impact 
upon the lives of handicapped indi- 
viduals throughout the Chicago 
area.” 

Ice Cold Beer was a grand prize 
awarded to Northwestern fraternity 
Zeta Beta Tau and sorority Pi Beta 
Phi for collecting more than $12,000 
for the Easter Seal Society of Metro- 
politan Chicago. 

More than 30,000 students and 
visitors participated in the two-day 
hoopla at the Evanston, Illinois, 
campus which included eating con- 
tests, a Las Vegas-style auction, anda 
30-hour dance marathon with more 
than 80 couples participating. 

Proceeds from the February 10-11 
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Dance Marathon were presented to 
the Easter Seals Society on the April 
1 local telecast on WGN/TV Channel 
9 during the 1984 Easter Seals Tele- 
thon. 

At the same telethon, Chris Jones 
from Wildwood won a 10-Yard Fight 
video. 

Bob Milchuck, former Taito oper- 
ations manager, sold raffle tickets all 
week long at his Games America 
Stores prior to and then at the tele- 
thon. Milchuck explained on TV 
during the drawing that the prize 


TAITO AIDS EASTER SEALS 


donated by Taito is an actual arcade 
game. All proceeds from game play 
at the telethon went to the Easter 
Seal Society of Metropolitan Chi- 
cago. 

This is the third consecutive year 
that Taito America has raised money 
to aid physically disabled people 
who benefit from Easter Seals. Mil- 
chuck said he feels that this partici- 
pation “plays an important part in 
helping the community as well as in 
providing enjoyment to the lucky 
winner.” ® 


‘EXERION’ RAISES FUNDS 


Exerion, donated by Taito Amer- 
ica, drew crowds—and a substantial 
sum in auction—at the 1984 Chicago 
Youth Centers Benefit. 


Taito America Corporation Presi- 
dent Paul Moriarity explained the 
play of his company’s futuristic 
space game at the March 24 event 
called ‘“‘Red, Hot and Cool.” 


Fxerion proved to be one of the 
evening’s hottest attractions, said 
Jim Aull,CYC Development Associ- 


ate. “There was always a crowd 
around it...| had a lot of fun playing 
it myself!’’ All proceeds from game 
play went to the CYC. 

Held at Chicago’s Palmer House 
Hotel by the board of directors of 
CYC and the Women’s Board, the 
benefit raised $19,000 to help pro- 
vide Chicago’s needy children with 
safe and nurturing places to grow 
and learn. Last year more than 
11,000 inner-city children were 
served by CYC. e 


Taito’s President Paul Moriarity (left) and Chicago Youth Centers’ Director 
of Communications Sherman Jenkins agree that Exerion helped 
make the CYC’s 84 benefit a success. 
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DEALERS 
& DISTRIBUTORS 
WANTED 


A unique coin telephone that can be used on any 
R-1 or B-1 subscriber loop... 


Internally controlled, to allow software repro- 
gramming... 


Incrementally times telephone calls at selectable 
rates. 


Allows coin free service for long distance calls as 
well as emergency and service calls. 


Manufactured by Suppliers of Telephone Equip- 
ment of the Bell System for the past 39 years. 


FEATURES: 


@ Field programmable tone or pulse option 

@ Electronic coin totalizer 

@ Programmable audio detector to monitor presence of operator on O-, -+ calls 
e Water resistant chrome metal hookswitch 

e Chrome metal touch tone pad 

@ Single unitized electronic assembly 

e Standard blue grommet handset 

© Compatible with electromechanical, electronic and digital central offices 
e Armored handset cord with 90° swivel 

® Recess mountable on Guard Post 

e Large front access coin box 

@ International calls 

e Short and long, long distance rates 

e O.C.C. accessible w/auto dialer enclosed 

e Adaptable for band areas 


@ Inside or outside 
e F.C.C. approved 


For Information Call Toll Free 
Mon.-Fri. 9 A.M.-5 P.M. 1-800-237-2171 
Ext. 350 or 813-527-1107 
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AWARDS DINNER HONORS OSBORNE 


AGMA’s second annual awards 
dinner held May 31 was a ‘‘com- 
memoration of the eternal optimism 
of Don Osborne,” according to the 
association’s President Joe Robbins. 

In remarks leading to the presen- 
tation of the “Joe Robbins Coin-Op 
Award’ to the late Atari executive’s 
wife and children, Patty Osborne 
and Wendy and Matthew, Robbins 
spoke of his hope that all coin-op 
industry members will emulate 
““‘Don’s example of faith and 
constant striving for a better indus- 
try.” 

Accepting the posthumous award, 
Patty Osborne told of her husband’s 
strong belief that “‘new break- 
throughs and higher plateaus are 
right around the corner for the 
amusements industry.” 

In conjunction with the AGMA 


annual awards dinner and member- 
ship meeting, the Amusement 
Game Charitable Foundation met to 
elect 1984 board members and 
officers on June 1. 

Newly elected board members 
are: Carol Mart Porth (Bally Mfg.), 
Jerry Marcus (Atari), and Bill 


Cravens (Universal). 

Officers for the AGCF’s 1984 
board of directors are: Paul Moriarity 
(Taito), president; Bob Lloyd (Data 
East), vice president; Carol Mart 
Porth (Bally Mfg.), secretary-trea- 
surer; and Glenn Braswell (AGMA), 
executive director. e 


BALLY MIDWEST AWARDS PRIZES 


Bally Midwest, Chicago, held a 
cocktail party and prize drawing on 
May 1 as the culmination of a special 
Tapper promotion held from March 
1 to April 27 in Bally Midwest’s five- 
state distribution area. 

Five of the grand prize winners 
are: Greco Properties, Detroit, 
Michigan, 1984 Oldsmobile Delta 


THAR'S GOLD 


IN THEM THAR 
BACK ISSUES! 


CALL OUR 


SUBSCRIPTION LINE 
AND ASK FOR OUR 


BACK ISSUES 


CALL 


504/837-7987 
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88 Royale Brougham; OK Novelty, 
Overland, Missouri, Hawaiian vaca- 
tion for two; Tri-City Amusement, 
Highland, Indiana, complete set of 
home appliances; Video Ventures, 
Green Bay, Wisconsin, Myrtle Beach 
vacation for two; and Metro Coin 
Games, Florrisant, Missouri, Ken- 
tucky Derby trip for four. * 
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WAMO § 


The 1984 Convention and Trade 
Show sponsored by the Wisconsin 
Amusement and Music Operators 
May 10-13 in Lake Geneva estab- 
lished new records for attendance, 
exhibitors, and income. 

There were 160 WAMO members 
and their wives at the convention as 
opposed to approximately 120 
members who attended last year. 
Sixteen exhibitors presented new 
product this year while 12 exhibitors 
attended in 1983, and income 
increased 80 percent over the 1983 
figure. 

Judging by the commentary from 
attendees, the show was one of the 
most informative and enjoyable 
events in the history of the state’s 
coin-op industry. 

While exhibits kept convention- 
goers busy Thursday and Friday 
afternoons, mornings were filled 
with information presented by 
various experts. Subjects included 
the formation of dart and pool lea- 
gues, business management, the 
redecorating of cabinets to accom- 
modate game kits, legislation, 
gaming policies, and contracts and 
reports on the state of the industry. 

The weekend also featured social 
activities. A “Western Jamboree” 
kicked off the convention. It 
included a hayride, free cowboy 
hats, beer mugs and neckerchiefs, 
old-fashioned barbequed chicken 
and ribs, and an evening of dancing 
to a western band. Operators and 
wives were treated to a cocktail 
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Technician Dave Dropp of Red’s Novelty in Milwaukee tells WAMO 


operators how to remake an old cabinet to accommodate a new kit. © 


party and banquet the next night. 
Numerous door prizes were awarded. 
Recorded music from the ’50s cli- 
maxed the affair as Executive Direc- 
tor Joe Phillips acted as disc jockey 
for a sock hop. 

The concluding event was a 
special Saturday luncheon held in 
honor of the women (on the eve of 
Mother’s Day), and each was pre- 
sented with along-stemmed Ameri- 
can Beauty rose. 


Bohrer cited 

Walter Bohrer Jr., president of 
Hastings Distributing of Milwaukee 
and a vice president of AMOA, was 
cited for distinguished service to the 
amusement industry when he was 
presented with the C.S. Pierce 
Award. 

The award was established by the 
state organization three years ago to 


honor meritorious service by indi- 
viduals within the industry. The 
plaque that is presented is named 
after C.S. Pierce, an operator from 
Brodhead, Wisconsin, who founded 
the first Wisconsin coin-op associa- 
tion in 1937. 


WAMO directors 

Members of the Wisconsin Amuse- 
ment and Music Operators also 
elected three new directors: 
Anthony Urso of Madison, Duane 
Coubal of Bloomer, and Dave Fonder 
of Green Bay. They will serve on the 
11-member WAMO board for the 
next three years. Appointed to serve 
an unexpired term was Ken Seaver 
of Lake Geneva. Richard Watson of 
Sheboygan was named president- 
elect. He succeeded Elmer Schmitz 
Jr. when the new board took office 
July 1. © 


August 3-5 
Dynamo’s $7,000 St. Louis Super 
Doubles foosball tournament, St. 
Louis, Missouri (site to be announced). 
Sponsored by Metro Coin Games 
and Gateway Foos. For information, 
call 314/839-4033. 


August 16-19 
Pennsylvania Amusement and Music 
Machine Association (PAMMA) 2nd 
Annual Convention. Hershey Lodge 
and Convention Center, Hershey, PA. 
For more information, call Ernest P. 
Kline at 717/737-5675 
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CALENDAR 


August 31—September 3 
Dynamo $40,000 World Foosball 
Championships, Dallas, Tx. (site to be 
announced) Contact Dynamo at 
800/527-6054. 


September 14-16 
North Carolina Coin Operators Asso- 
ciation 1984 Exposition of Games 
and Music, Sheraton Center Hotel, 
McDowell St., Charlotte, NC. Contact 
NCCOA at 704/982-5313. 


October 11-14 

1984 NAMA National Convention— 
Exhibit of vending and food service 
management, Georgia World Con- 
gress Center, Atlanta, GA. Contact 
Jack Rielley, NAMA, 7 South 
Dearborn St., Chicago, IL 60603. 
Telephone: 312/346-0370. 


October 24-27 
1984 AMOA International Exposition 
of Games and Music, Hyatt Regency, 
Chicago, IL. Contact AMOA at 
312/654-AMOA. 
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* NATIONAL x 
* PLAY METER x 


This is a new equipment poll now named “National Play Meter.” Play Meter changed the poll's format to 
more accurately reflect games’ earnings and to include more equipment types. There are two major changes: 
(1) Equipment with at least a 10 percent response rate appears on the poll and (2) conversions and laser discs 
have separate categories. 

Each game’s rating represents its average performance as compared to the top game's average in that 
category. Averages are compiled by Play Meter through its operator survey. The survey has also been 
changed—operators now give more specific earning information on equipment Games on the survey (except 
for novelty equipment) are currently (within the last six months) being marketed in the United States. 


DEDICATED VIDEOS __—_—_—sésiRating DEDICATED VIDEOS Rating 
Arcade Locations Average Rank No. of Street Locations Average Rank No. of 
Aug. 1 Last Times Aug. 1 Last Times 
1984 Issue on Poll 1984 Issue on Poll 
1. Punch Out!!/Nintendo .... 100.0 1 5 1. Spy Hunter/Bally Midway 100.0 Prov. 11 
2. Spy Hunter/Bally Midway 90.8 2 ll 2. Punch Out!!/Nintendo.... 97.1 Prov. 5 
3. Crossbow/Exidy.......... 81.8 4 9 3. Crossbow/Exidy.......... 80.0 Prov. 9 
4. 10-Yard Fight/Taito....... 66.7 Prov. 4 4. Birdie King II/Coin-It..... 70.9 _ 5 
5. Birdie King II/Coin-It..... 66.2 Prov. 5 5. 10-Yard Fight/Taito....... 70.4 — 4 
6. Track & Field/ 6. Pole Position/Atari....... 65.5 8 13 
Konami/Centuri.......... 61.1 7 14 7. Track & Field/ 
7. Tag Team Wrestling/ Konami/Centuri.......... 58.4 5 14 
Data East ................ 59.8 _ 1 8. Birdie King/Coin-It ....... 52.9 — 2 
8 Pole Position/Atari....... 58.6 8 13 9. Tapper/Bally Midway .... 49.4 - 6 
9. Major Havoc/Atari ....... 545 Prov. 2 10. Major Havoc/Atari ....... 46.9 _ 2 
10. Tapper/Bally Midway .... 52.8 _ 6 11. Discs of Tron/ 
11. Root Beer Tapper/ Bally Midway ............ 41.3 = 9 
Bally Midway ............ 51.1 _ 2 12. Root Beer Tapper/ 
12. Great Guns/Stern ........ 49.2 - 2 Bally Midway ............ 38.5 _ 2 
13. Circus Charlie/ 
Konami/Centuri.......... 47.9 ~ l 
14. Birdie King/Coin-It....... 43.9 _ 2 Rating 
15. Discs of Tron/ 
Bally Midway ............ 42.2 ~ 9 fed potato Average Rank No. of 
treet Locations Aug.1 Last Times 
1984 Issue on Poll 
CONVERSIONS eee cL: es 1. Pole Position II/Atari..... 100.0 3 13 
Average Rank No. of 2. Exerion/Taito ............ 90.2 - 3 
Arcade Locations Aug.1 Last Times 3. VS. Tennis/Nintendo ..... 89.5 Prov. 5 
1984 Issue on Poll 4. Time Pilot '84/ 
1. Up and Down/ Konami/Centuri.......... 87.5 2 3 
Bally Midway ............ 100.0 _ l 5. Nova 2001/Universal ..... 82.4 Prov. 2 
2. VS. Tennis/Nintendo ..... 99.7 3 5 6. Elevator Action/Taito .... 80.8 7 ll 
3. Pole Position II/Atari..... 91.2 5 13 7. Mr. Do!'s Wild Ride/ 
4. Time Pilot '84/ Universal................. 73.0 6 4 
Konami/Centuri.......... 87.3 Prov. 3 8. Superbike/CrownVending 665 — 1 
5. Elevator Action/Taito ...._ 77.0 10 11 9. MegaZone/ 
6. Exerion/Taito ............ 693 -— 3 Konami/Interlogic........ 605  - 3 
7. Mega Zone/ 10. Junior Pac-Man/ 
Konami/Interlogic........ 68.2 - 3 Bally Midway ............ 276 - S 
8. Millipede/Atari........... 65.9 = l 11. Intrepid/Nova Games.... 53.4 _ l 
9. Junior Pac-Man/ 12. Cloak & Dagger/Atari.... 52.8 - 1 
Bally Midway ............ 64.8 = 5 13. Donkey Kong 3/Nintendo 52.5 _ 3 
10. Mr. Do!’s Wild Ride/ 14. The Glob/ 
Universal................. 63.8 - 4 Magic Conversions....... 445 7 . 
11. Cloak & Dagger/Atari.... 58.2 _ 1 
7 hie fet jaa beloraaal re = : NOTICE: The sole purpose of this survey Is to 
14. The Glob/ determine on a regular basis the top performing 
Magic Conversions....... 45.3 - 1 games in the country. Any attempt to use the results 
15. Super Glob/ of this survey for any other purpose is unauthorized, 
Magic Conversions....... 40.0 — 1 wrongful, and misleading. 
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ER DISCS A = No. of ER DISCS Average = No. of 
verage n 
Arcade Locations Aug. 1 Last Times Street Locations Aug.1 Last Times 
1984 Issue on Poll 1984 Issue on Poll 
1. Firefox/Atari ............. 100.0 Prov. “| 1. Astron Belt/Bally Midway 100.0 _ 9 
2. MACH. 3/Mylstar........ 90.2 9 14 2. M.A.C.H. 3/Mylstar........ 92.7 l 14 
3. Astron Belt/Bally Midway 76.2 = 9 3. Space Ace/Cinematronics 90.7 Prov. 8 
4. Space Ace/ 4. Dragon's Lair/ 
Cinematronics ........... 72.2 6 8 Cinematronics ........... 78.3 4 15 
5. Dragon’s Lair/ 
Cinematronics ........... 67.6 - 1S 
NOVELTIES ___ Rating 
Arcade & Street Average Rank No. of 
PINBALLS _ Rating Locations Aug.1 Last Times 
Arcade & Street ais ot on 1984 Issue. on Poll 
; ug. SOO 
Locations oak ce, cl 1. Bowler Roller/ 
SS Bob’s Space Racers....... 100.0 Prov. 3 
1. Amazon Hunt/Gottlieb ..._ 100.0 4 9 2. High Ball/Norton......... 94.4 2 13 
2. Kings of Steel/ 3. Whac-A-Mole/ 
Bally Midway ............ 98.5 6 6 Bob’s Space Racers....... 79.9 4 15 
3. Laser Cue/Williams ee ye 88.8 5 6 4. Aqua Blaster/Skee-Ball... 78.7 _ 6 
4. Q’bert's Quest/Gottlieb... 87.0 = 9 5. Triple Strike/Williams ...._ 69.4 1 9 
5. Firepower II/Williams.... 84.2 1 12 6. Love Meter/Zaccaria ..... 69.4 _ 2 
6. Rack ‘em Up/Gottlieb..... — 80.7 = 8 7. Big Strike/Williams....... 66.0 _—~Prov. 10 
7. Eight Ball Deluxe/ 8. Skee-Ball/Skee-Ball ...... 65.7 _ ll 
Bally Midway ............ 77.3 = 6 9. Whirly Bucket/Exidy...... 63.9 _ 8 
8. X's & O's/Bally Midway... 76.1 = 9 10. Shoot Away/Namco...... 52.1 - 12 
9. Farfalla/Zaccaria voeeeees 73.9 a 3 11. English Mark Darts/ 
10. Jacks to Open/Gottlieb .. 73.1 3 6 Arachnid................. 40.7 3 5 
11. Granny & the Gators/ 12. Fire Escape/ICE.......... 34.7 Prov. 2 
Bally Midway eee oa 72.5 _ 9 13. Long Board/ 
12. Time Machine/Zaccaria .% 59.8 — 3 American Shuffleboard... 27.8 _ 3 
13. Sharpshooter II/ 14. Mr. Muscle/Zamperla ....__ 27.8 - 1 
Game Plan............... 59.3 2 ll 15. Super Shifter/ 
14. Royal Flush Deluxe/ Bob’s Space Racers....... 27.8 = 2 
Gottlieb .................. 48.9 Cad 6 16. Ninja Gun/ 
American Arcade ........ 23.1 —_ 5 
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@ VIDEOS & PINBALLS 


This chart illustrating the average weekly gross of equipment will be a regular feature on the 
new ‘National Play Meter.” The chart will be updated each issue. 


Operator/readers who want to participate in the survey should write Play Meter, “National Play Meter,” 
P.O. Box 24170, New Orleans, LA 70184. 
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e THE LOWEST EVERY DAY 
PRICES. 
We will meet or beat any price of any 
reputable distributor published in 
PLAYMETER MAGAZINE for any 
equipment we have in stock. 


e PROMPT SHIPMENTS. 

We guarantee that any new or loca- 
tion ready game you purchase from 
Our in stock inventory will be shipped 
within 3 business days after receipt of 
your prepayment or deposit. If your 
order isn't shipped within such time, 
we will send you $100.00. 


e FREE DELIVERY FOR 
PREPAID ORDERS. 
When you purchase a new or location 
ready game and pay for it at the time 
of your order, we will pay all the ship- 
ping and freight costs. You'll be sav- 
ing $50.00 or more in freight costs. 


Before you buy your next game or conversion kit please 
give us a Call. If you are not already on our mailing list, 
send us your name and address and you'll start receiving 
our regular mailings of game specials. 


The Game Exchange 


(THE ORIGINAL) 
1289 ALUM CREEK DRIVE (our only office) COLUMBUS, OHIO 43209 e (614) 258-2933 


/ BUY FROM THE BEST 


We’ve earned our reputation for being the best 
by offering you all of the following. 


e WE WARRANT 
WHAT WE SELL. 


e OUR LOCATION READY 
EQUIPMENT IS JUST THAT. 


e COUNTRY WIDE 
SHIPMENTS. 


IN OHIO 
1-800-848-1514 ~~" '"" 4.800-848-0110 & 
LEP REAR TIS SEAARE SETEA TIATED LED EL SPLAT O 


You'll receive a 30 day warranty cov- 
ering the monitor, logic board and 
power supply of any new or location 
ready game. We have an expertly 
trained technical staff available to as- 
sist you. 


First time customers usually compli- 
ment us on the quality of our shopped 
out games. We take pride in our work 
and we are sure youll be satisfied. 


We ship throughout the United States. 
We will be happy to furnish you with 
customer references who are in your 
general area. 


OUTSIDE OHIO 


HIGH HOPES 


A Positive Attitude 


Can Improve Business 


ave you envied successful 
H distributorships and won- 
dered what their secret 1s? 

You probably assume they are 
doing something expensive that you 
don’t know about. 

They do have a secret and it is a 
positive attitude. Positive attitude? 
Yes, they have a positive attitude 
which carries over into the relation- 
ship they have with their customers. 
This is a big plus in their business. 

Steve Shacklett, owner of Lucky 
Distributing Company in Nashville, 
Tennessee said, “Our business is 
doing great. We don't compare with 
anyone else, and everyone in our 
company has a positive attitude. | 
don’t believe there is such a word as 
‘can't. © 

Chuck Arnold of Bally Northeast 
is also enthusiastic about his 
employees attitudes. “The reason 
we are doing so well is because our 
positive attitude is part of the ser- 
vice we Offer. It is not just the sales- 
men, but the parts people, the credit 
people, and the service people. The 
general attitude of the people who 
work for us gives our distributorship 
a personality.” 

Since many negative opinions 
have been voiced about the industry 
in the past, it is refreshing to talk 
with those who believe that things 
are looking up. A positive attitude 
apparently plays a significant part in 
the success of any business. 


Product mix 

“Our salesmen don’t just go out 
and talk about video games,’ Arnold 
said. “Product mix is our big thing. If 
the salesman just talked about 
videos, he would be doing the 
operator and Bally Northeast a big 
disservice.” 

“We are all a part of something 
positive, said Shacklett. “Anyone 
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who is negative just doesn't have a 
place here. We are comfortable with 
our customers. There is not one of 
our customers who I couldn't ask a 
favor of, and I think they feel the 
same about us.” 

A positive attitude is a group 
effort. Arnold describes his position 
as that of a coach of a football team. 
“If the boss has a big ego, then there 
will be problems. If a manufacturer 
calls me and asks me to buy some 
equipment and I say send it to me 
without checking with my sales 
people, that’s my ego. The sales 
people may look at that equipment 
and know they can’t possibly sell it. 
However, if I ask them how many 
they think they can sell and order 
from that estimate, you can believe 
they will be hustling to get rid of 
that equipment. It’s all part of play- 
ing on the same team.” 

Shacklett agrees. “I don’t like 
people around me to agree with me 


all the time because I’m not right all 
the time. I will listen to suggestions 
and treat people like I would like to 
be treated. I feel like we are more 
like a family.” 

Keeping employees informed is 
also important. “We don't havea lot 
of formal sales meetings,’ Shacklett 
said. “However, we are constantly 
talking to each other and letting 
each other know what ts going on.” 

Arnold holds weekly sales meet- 
ings. “Sometimes some idea may 
come up in Rhode Island that may 
help other operators in other parts 
of the country. One salesman heard 
an idea at a sales meeting and 
intended to tell some of his opera- 
tors.” 

Tom Landry, coach of the Dallas 
Cowboys, once said, “I could be the 
greatest coach in the world teaching 
the team this and that. But if the 
players don't execute, then I look 


like a fool.” ® 
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roviding route security can be 

as simple as making sure the 

routeman locks his vehicle or 
as complex as installing an elaborate 
alarm system or using tricky safes 
and vicious guard dogs. 

Security measures that operators 
currently use largely depend upon 
the area they service (rural or urban) 
and upon their budget. And, unfor- 
tunately, some operators fail to take 
preventive steps until they become 
victims of theft. 

Operators interviewed by Play 
Meter each mentioned that their 
vehicles are protected by alarm 
systems. Alarms available emit loud 
noises, send a silent alarm to the 
routeman’s beeper, immobilize a 
vehicle, or prevent a potential thief 
from towing a vehicle away. 

John Estridge of Southern Games 
Inc. in Lewisburg, Tennessee, advises 
his routemen to lock the vehicle and 
to park in a spot easily visible from 
inside the location. “On some routes, 
that’s impossible,’ Estridge said. 
“You have to leave the vehicle for 45 
minutes to an hour, so we installed 
security alarms which let out a silent 
alarm to alert the collector's beeper. 

“We used to use pickup trucks,” 
Estridge continued, “but some juke- 
box parts in the back of the truck got 
stolen, so now we use large covered 
trucks for transporting machines.” 
(Estridge added that aside from pro- 
viding additional security, the 
covered trucks can transport 15 to 
20 machines and protect equipment 
from bad weather.) 

Estridge also requires that his 
employees lock the back door of the 
truck as well as the power lift for 
security purposes and to keep youths 
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from tampering with the power lift. 


Protecting equipment 

Delivery personnel are held 
responsible for any equipment 
damaged in transit, but Estridge said 
the men are trained to handle 
machines delicately and to tie them 
down securely. 

“We usually have two people 
deliver equipment,’ Estridge noted, 
“but on some routes the serviceman 
does most of the deliveries.” 

Bernard Leiser of Barberio Music 
Company in San Antonio said that 
the company has had trucks stolen 
in the past, but has now installed 
burglar alarms in its pickup trucks 
and vans and drivers are instructed 
to park as close to the location as 
possible. 

“There are no signs on the trucks,” 
Leiser said. “We don't let anyone 
know we're in the cigarette busi- 
ness.” The company’s vehicles have 
large numbers painted on their tops 
so tnat police helicopters can spot 
them easily if they are stolen. 

Chuck Williams of Cigarette Ser- 
vice & Amusement Company in 
Dearborn, Michigan, also utilizes 
bold painted numbers on top of his 
panel trucks which are also equipped 
with burglar alarms and “knock-off” 
switches to kill the motor if a truck ts 
broken into. 

As a reaction to several thefts and 
robberies that the company suffered, 
Jack Kerner of Melo-Tone Vending 
Inc. in Somerville, Massachusetts, 
installed an elaborate security 
system which includes attack dogs 
(Dobermans and German shep- 
herds), alarms, and steel grates on 
the vans’ windows. Kerner gets the 


dogs as puppies and trains them to 
protect the vehicles. 

“We had 13 armed robberies,’ he 
said, “and since we got the dogs, 
we've cut it to zero.” Signs on the 
vehicles warn ‘“Beware—Attack 
Dog,” and Melo-Tone also uses 
other security measures to discour- 
age the potential thief. If someone 
tries to break into one of Kerner’s 
vehicles, sirens sound and another 
device immobilizes the engine. 

Because one of the company’s 
trucks was towed away by an innova- 
tive thief, alarms were added to emit 
loud noises if a towing device is 
being used. 

Kerner’s employees wear unt- 
forms and each has a badge with his 
picture on it for identification. 
Melo-Tone, Kerner said, sends out 
letters every three months to its cus- 
tomers to instruct them not to allow 
anyone without a badge to remove 
machines. ‘We also offer a reward 
for the conviction of anyone trying 
to steal equipment,” he said. 

A New Orleans alarm company 
quoted prices on alarm systems avail- 
able for trucks and vans. An alarm 
system that sounds when someone 
tampers with doors or the hood of 
the vehicle sells for approximately 
$250, while one that also protects 
against glass breakage retails for 
$355. Operators will pay between 
$400 and $450 if an alarm that 
sounds when someone tries to move 
the vehicle is added to the above 
alarm features. 

A silent alarm activated when 
doors are moved costs between $350 
and $400. It costs an extra $200 for 
an operator to add protection 
against glass breakage or up and 
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PROTECT YOURSELF! 


THERE'S NO MERIT IN IMITATIONS 


Merit Industries, Inc., will defend its proprietary rights and aggressively 
pursue legal proceedings against all parties illegally manufacturing, 
selling, distributing or operating games and boards that infringe on 
Merit copyrights. 


Any and all persons who in any way deal in infringing products are 
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SEARCH and SEIZURE. All infringing products will be CONFISCATED 
for DESTRUCTION. 


Merit Industries, Inc. is the sole manufacturer of all bona fide Merit 
products, and has extended NO authorization or license to reproduce 
or imitate their copyrighted boards, graphics or other original designs. 


The PIT BOSS™ and other Merit games have proven to be among the 
most reliable and consistently profitable games in the field. 


Protect your future and support the industry by purchasing genuine 
Merit products through our network of authorized distributors. 


merit industries, inc. 


2525 State Road, Bensalem, PA 19020 
(215) 639-4700 Toll Free 1-800-523-2760 TELEX: 831897 


Manufacturers of PIT BOSS,” Chicken Draw Poker,"” Match Games,” Fourplay,” Player's Choice Blackjack,” 
and many other quality amusement games. 


©1984 merit industries, inc. 
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down movement. A “kill switch,” 
hidden under the dashboard, goes 
for $100. 

For step vans and larger trucks, a 
system that alerts the driver to glass 
breakage or open doors costs from 
$1,000 to $1,500. 


Collection security 

Safes used in Kerner’s vehicles 
are secured over the gas tank to dis- 
courage would-be burglars. The 
two-key crank safe is impossible to 
open easily as the routeman carries 
only one key while the other is back 
at the operator's office. 

The best truck safe, a representa- 
tive of a New Orleans safe company 
said, is a small two-key safe that 
costs around $185. The safe weighs 
35 pounds and has interior dimen- 
sions of 942” x 6” x 5”. Designed to 
be emptied daily, the safe features a 
top slot for depositing money and 
teeth to prevent someone from 
fishing out the money. 

A larger two-key safe, which has 
external dimensions of 21” x 14” x 
12”, features a roll top and costs 
$385. The same safe with a com- 
bination lock sells for $406 and is 


not very popular, the representative | 


said, because it presents something 
of a threat to the collector who may 
or may not know the combination. 

Williams uses a similar safe in 
which the collector deposits the bags 
of money collected into the roll-top 
of a combination lock safe. Each 
machine is collected and bagged 
individually, he said, and the safe is 
opened only after the man returns to 
the office. 

“We also vary the times and days 
of collections,’ Williams explained. 
“In other words, we don't go to the 
same location every Wednesday at 
10.” 

Estridge, on the other hand, said 
he has had few problems with 
collection security because locations 
generally buy back the change from 
him and pay the collector by check. 

“We've never had a driver 
robbed,” Estridge noted, “but our 
instructions are not to offer any 
resistance to an armed robber.’ 

“There's nothing you can do 
when it comes to armed robbery, ’ 
Kerner agreed. “We're more con- 
cerned about the men and don't 


want anyone to get hurt. There is 
insurance available to cover an 
armed robbery,’ he added. 


Internal security 

Operators seem to dislike discuss- 
ing how they protect themselves 
from possible employee theft and 
pilferage. One North Carolina oper- 
ator, who was recently robbed of a 
truck and some equipment by an 
employee, has temporarily pro- 
tected himself against another such 
incident by hiring only relatives, one 
of his employees said. 

Other operators interviewed 
reported no problems with their 
personnel, most of whom are long- 
term employees. They discussed 
methods they have used and some 
suggestions for hiring new employ- 
ees. 

Leiser said the company’s employ- 
ees are hired after they have pro- 
vided good references (which are 
checked) and after submitting to a 
polygraph examination. (See related 
story in this issue.) Kerner and 
Williams have security companies 
run pre-employment investigations 
on applicants. 

“We haven't had a problem with 
employees stealing,’ Williams said. 
‘We use meters on all machines, and 
every machine is individually col- 
lected and bagged.” 

One problem operators face 
regarding employee security, Wil- 
liams continued, ts ‘‘carelessness and 
complacency’ on the part of the 
collectors. “Once you handle money 
every day, it starts to lose its value,” 
he added. The company, however, 
has supervisors to check its collec- 
tors, he said. 

“We have tight security on the 
route and in-house too,’ Kerner 
explained. “Vending machines don't 
fluctuate that much in collections— 
a cigarette machine averages almost 
the same every week.” 

Operators interviewed agree that 
security iS an important part of 
running their businesses. Adequate 
planning and the installation of 
security equipment appropriate to. 
your business may prevent theft on 
your route. Kerner advises operators. 
to “go to a big alarm company and 
spend some money to put in a good 
alarm system.’ ® 
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Operators Use Truth Veritication To Deter Employee Theft 


ollar for dollar, employee 

theft far outweighs theft by 

outside criminals. It is more 
difficult to deal with, too, because it 
often goes undetected. Unrecorded 
and unmeasurable as most inside 
crime is, losses normally cannot be 
recovered through insurance. 

A company’s security rests in the 
hands of its employees, especially in 
a cash business. Although an opera- 
tor’s major concern is with employ- 
ees who handle collections, security 
analysts warn that any employee can 
find a way to extract the lifeblood 
from a company. For instance, in 
recent months warehouse workers 
were involved in a theft at a large 
Chicago manufacturer, and a man- 
agement scheme to detour collec- 
tions from a major distributor's out- 
let in the Southwest was reported. 

To develop better internal secu- 
rity, many employers are turning to 
truth verification testing. Better 
recognized as lie detector tests, these 
interview sessions with employees 
are conducted on a regular basis to 
discourage theft and cheating. Test- 
ing has become more commonly 
used by some of the industry's largest 
employers, but truth verification 
proponents suggest even the 
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smallest firms can find it effective. 

In many ways, testing can be tricky 
business. Employers risk insulting 
their employees, especially long- 
term employees. And there are valid 
legal concerns too. Incorrect testing 
could violate an employee's rights. 

Though efforts are brewing in 
Congress to restrict or outlaw truth 
verification testing, there are no 
federal laws governing the process. 
The process of lie detecting is so 
controversial, it has been abolished 
by 19 states. Almost all other states 
have some regulations pertaining to 
employee testing, from licensing 
examiners to making test results 
illegal to use as grounds to fire an 
employee. Each state where testing 
is legal has a truth verification 
industry association which can 
supply information on state regula- 
tion. There is also a national group, 
the American Polygraph Associa- 
tion. 

Federal concern has grown over 
the use of testing as a threat to 
employees,” said Stan Ostrowsky, an 
investigator with the T.J. Maxx truth 
verification firm in Natick, Massa- 
chusetts, and a member of the Inter- 
national Stress Society. 

On the other hand, there are some 


legalities that actually favor testing 
over simple employee applications. 
“Employers are limited by federal 
laws to what they can ask an em- 
ployee on his employment applica- 
tion, pointed out Donald Richards, 
an investigator for Moling Total 
Security of Columbus, Ohio. “We 
can go a lot deeper.” 


Testing methods 

There are three approaches to 
truth verification. Most familiar is 
the test administered on a poly- 
graph machine. The subject is 
hooked up to a machine so that it can 
measure, on a three-line linear 
graph, three aspects of the body’s 
reaction to stressful situations: the 
heart, the respiratory system, and 
skin sensitivity. Polygraph tests 
require subjects to sit still, and the 
hook-ups intimidate subjects. 

Because the test itself creates so 
much stress, some investigators shy 
away from the polygraph. They 
prefer either a psychological stress 
evaluator or voice stress analyzer. In 
those tests there are no physical 
hookups. A client simply speaks into 
a microphone; stress measurements 
are derived from his vocal patterns. 

Ostrowsky and Richards prefer 
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the newer, less encumbering meth- 
ods of verification testing. But 
Californian John Daugherty, who 
manages a staff of 70 Malibu Grand 
Prix employees, said that he con- 
tinues to use polygraph testing 
because it is more reliable. “I don’t 
like it,” Daugherty told Play Meter. 
“It is hard on morale. But it has to be 
done.” 

Daugherty, Ostrowsky, and 
Richards agree, no matter the type 
of testing, the examiner is the most 
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important factor in whether there 
will be an effective test. 

An efficient examiner will con- 
duct an extensive interview with the 
employer to determine the questions 
he will ask during the interview 
session. He must create a feeling of 
comfort and relaxation for the inter- 
view subject and then be able to 
devise appropriately phrased ques- 
tions and determine which merit 
further probing. 

“Often polygraph people mis- 
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interpret answers and get things 
wrong, Daugherty complained. 
“They are too often overly con- 
cerned with questions about drugs. I 
just want three questions asked: 
Have they stolen money, cheated on 
their time card, or taken any 
materials?” 

“It is in the area of drug use that 
most pre-employment interviews 
run into problems, Richards said. 
Many young people try to hide even 
a casual use of marijuana, and older 
employees often want to hide their 
involvement with alcohol, he said. 

“Most employers are not con- 
cerned with what people do in their 
spare time. They only want to be 
sure that an employee is not going to 
be drinking or taking other drugs 
while he is working.” 


Testing purposes 

Truth verification testing is 
ordinarily used for three purposes. 
Initially, an employer will require a 
pre-employment test to review the 
background of a prospective em- 
ployee. 

“Most employers want to know if 
the person has stolen from previous 
employers, of if he was dismissed 
from a previous job, what the rea- 
sons were, Richards explained. 
“Employers are also concerned that 
an employee is not an excessive drug 
user.” 

Once an employee is _ hired, 
employers often test periodically 
using questions that pertain directly 
to an employee's job. Employers 
who test periodically do so as often 
as every three months or as seldom 
as once a year. 

A third reason to test employees 
occurs when a specific incident has 
resulted in a loss. It is the specific 
incident test that can pose the most 
problems for employers, especially 
with employees who have been with. 
the company for several years. 

“That is the only situation with 
which we consistently have pro- 
blems with employees being in- 
sulted,’ Richards said. 

Indeed, alienating employees is 
the main concern of an employer 
considering truth verification, but 
verification investigators contend 
those concerns are generally. mis- 
placed. “Many employees are famil- 
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iar with pre-employment testing,” 
Richards explained. “If any employer 
uses testing on a regular basis, then 
employees expect it and aren't 
insulted. Again, a lot of the burden 
falls on the examiner.” 

Richards uses a three-part ap- 
proach in his interviewing process. 
First, he conducts a pre-test inter- 
view to explain to his subject exactly 
what areas will be covered during 
the recorded test. 

“The pre-test segment of the 
interview helps me to get the 
employee relaxed. Because the test 
evaluates areas of stress, it is impor- 
tant for the person being inter- 
viewed to be relaxed when he is 
answering truthfully. Pre-testing is 
also useful for finding areas that 
could show abnormal distressful 
responses.” 

If Richards identifies an area with 
which the employee is uncomfor- 
table, he said he will “badger” on 
that point during the recorded part 
of the test. 

Richards uses a post-test inter- 
view to inform the employee of 
abnormal stress areas. He stressed 
that there is no need to withhold test 
results from the interview subject. 
In fact, the employee should be told 
the findings of truth verification 
testing, he said. 

While the polygraph is still con- 
sidered more dependable by some 
employers, newer methods of psy- 
chological and voice stress testing 
are preferred by many, not only 
because they create less stress than 
the polygraph, but because they are 
generally less expensive. 

Truth verification investigators 
commonly work on a volume dis- 
count basis. Richards told Play 
Meter a single psychological stress 
evaluation session can runas high as 
$75 if it is very involved. However, 
he noted, a number of simple tests 
can be administered for as little as 
$15 per employee. 

Daugherty said he pays $40 for a 
single polygraph exam. If there are 
more people scheduled for a day’s 
testing, rates are a little lower, he 
noted. 


Procedure review 
To review, an employer can con- 
duct successful verification tests. He 
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should be consistent with his testing, 
using it with all employees so that 
no one feels singled out. An 
employer should also select an 
examiner who can effectively 
administer the test, informing the 
employee of what is to be examined, 
treating him respectfully and fairly 
during the examination, and then 
telling him the test results. 

An employer should conduct a 
pre-interview session with the 
examiner to review the areas he 


wants examined during testing, 
areas that concentrate on factors 
pertinent to the performance of the 
employee's task, not on personal 
habits that do not affect his job per- 
formance. 

If an employer follows these 
guidelines, verification experts 
suggest, he can utilize verification 
testing as an effective deterrent to 
employee theft and cheating, which 
should result in a healthier bottom 
line. e 
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CLEVELAND COIN DEVELOPS 
UNIVERSAL TEST FIXTURE 


n an industry plagued by limited 

growth and escalating expenses, 

cutting costs has been an essen- 
ial tool for survival. For many years, 
distributors and operators have 
faced an unpleasant choice regard- 
ing costly game repairs and down- 
time. Either they would have to 
make a major investment in test 
equipment or settle for very limited 
repair capabilities. 


Under the direction of Ron Gold, 
Cleveland Coin International ts in 
the process of developing a univer- 
sal test fixture capable of testing 
every color raster-scan game pre- 
sently on the market. The firm 
estimates the fixture will cost from 


$800-$900. 


A preproduction version of the 
machine was unveiled to the indus- 
try at the recent Ohio Music & 
Amusement Association show. 
Cleveland Coin’s Herman Fox said 


a 
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he received many inquiries about the 
fixture since the show. Production 
will begin in July. 


A test fixture of this type can save 
the operator thousands of dollars in 
service bills yearly. “I estimate that a 
good percent of the boards that | 
receive for repair are in working 
order,’ John Batistic said. Batistic 1s 
head of Cleveland Coin’s board 
repair department and designer of 
the test fixture. 


“What is needed out in the field ts 
a test unit that can eliminate these 
unnecessary repairs. Our test fixture 
is simple enough to be used by any 
normal serviceman. However, with 
enough sophistication on the user's 
part, it can be used for actual board 
repair. 

“We've tried to keep the entire 
system as ‘user friendly’ as possible. 
That means simple harnesses and 
none of the additional external 
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John Batistic showed a preproduction model of the universal test fixture at the recent OMAA show. 
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boards that were used in the older 
systems. Everything is inside the 
machine—track ball, joysticks, dual 
audio amplifiers, and multiple 
power supplies. This machine 
should pay for itself in a matter of 
months by avoiding unnecessary 
repair bills and downtime.” 
Conversion kits are another issue 
that has been addressed by the new 
fixture. Very few, if any, of the new 
kit boards are compatible with exist- 
ing fixtures. ‘Kits have been left out 
in the cold-by manufacturers and dis- 
tributors when it comes to service, 
Fox said. “We believe that conver- 
sion games are playing a major role 
in the fight for profitability for the 
Operator, and we intend on backing 
up our fixture with harnesses for all 
of the major kits and video games. 
There is a real need in today’s 
market for a true universal test 
fixture, and we mean to respond to 
this need as effectively as possible.’ @ 
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WHERE TRACK & FIELD’ LEFT OFF. . . 
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Konami/cenri. 


Konami/Centun'’s Track and Field® 
broke ground for a new dimension in 
video sports entertainment. 


Konami/Centuri’s HyperSports™ 
takes that concept one step further. 


Unlike many sequels, we have greatly 
improved all aspects of the original game 
theme. Player participation is enhanced 
while the seven new and distinct 

events offer greater diversity 

for broader-based player appeal. 


The times demand such a game. 
Konami/Centuri’s HyperSports™ 
is a game for our times. 


PEMARKOG 
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The challenge to deliver a follow- “3 DLO RECORS | ipann = T8750 
up to Track and Field with a Sro_2600_NN 
fresh, new approach was just 
that, but the result, 
HyperSports, will speak for 
itself. 


There are some similarities. 


Comes complete with 19” mon- 
itor and a detachable elevation 
base. 


HyperSports, like its Fee | ~~“ 1en09] i ; 

predecessor, is a color raster |: ee ee = = eight (3 185.4 cm. 

scan game that allows an Width 2 i 71.1 cm. 

individual to play by himself, as sawalgruar | , , length 3 87.3 cm. 

well as 2, 3 or 4 people to play Either “Go” button controls this This event also requires you to Weight 330 lbs. 149.7 kg. 
simultaneously. sl 9 o in the squares. rrnlae speed, and the a | 

iming and accuracy are which you jump is critical for the : : 

important. hop, step and jump. Height 39/2 100. cm. 

* Voice synthesis announcing oF 2 | 76. cm. 

starts, fouls and qualifying 28 ORL ROR em mee Width = 204 65.4 cm. 

times. ES 34500 MMI Length 40 101.6 cm. 


Weight 250 lbs. 111.5 kg. 


¢ High score initial registration of 
up to 200 names. 
¢ Speed, time and angle 


displays. 
In addition, like Track and Field, PEED MMMM ns ER a. 
the player must qualify in order be iP AAA jerry i alii i 
to proceed to the next event. a kan — 
The position of the control panel 
buttons is also the same, but Build up speed. Use the ‘‘Up’’ There are eight classes, from fly- 
features two “‘Go’’ buttons to button to jump from ramp and weight (150 kg.) to super heavy- 
accelerate, shoot or lift, and one vault from horse. If you somer- weight (280 kg.). Select your 
“Up” button to jump or shoot. Sault in the air and land on your weight division. Keep tapping 


feet, you may qualify. the ‘‘Go”’ button to lift the 
weight. Press the “Up” button 
at the proper position to jerk and 
clean the weight. 


HYPER SPORTS VIDEO GAMES 


BE Copyright 1984, 
oe ee ee ee e eaee | Konami Industry Co.., Ltd. 
ie a EE All rights reserved. 
os 245 West 74th Place 


Hialeah, Florida 33014 
Phone: 305-558-5200 
Telex: 803694 ANSB Centuri 


Both the degree of angle and 


100M Freestyle. Speed is impor- wind direction are critical in this Cable: CENTURI 
tant. But, you must breathe. If event. Push the ‘Go’ button to 
not, you'll take on water and stop the wind reel, press the The easiest-looking event, yet, 3 ——=s 
slow down. “Up” button to shoot and hold possibly the hardest. It takes a c e ALL rl 
to control the angle. truly conditioned athlete to per- = 
form well. We’re Inventing What The Future Will Bring 


Willful copyright infringement is a Federal Crime. Centuri, Inc. fully 
The HyperSports video game in the upright and cocktail table models intends to take all legal action necessary to protect its proprietary rights 


is manufactured under license from Konami Industry Company Ltd., and against all parties manufacturing and selling HyperSports games, or 
sold in the United States, Canada, Central and South America, exclusively games which imitate the HyperSports game, and which infringe upon 
by Centuri, Inc. Centuri’s said proprietary rights. 
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CUSTOMIZED 
COMPUTER PROGRAM 
INCREASES PRODUCTIVITY 
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oy George Music & Vending 

Corp. in Painesville, Ohio, 

has developed a software 
program that allows the firm to 
move or replace equipment in a 
matter of days or weeks instead of 
months. 

The company services 500 cus- 
tomers and more than 2,000 pieces 
of equipment. 

As a strong advocate of office 
automation as a means of improving 
productivity—its own as well as 
its customers —Roy George Music 
& Vending began researching the 
purchase of a computer approxi- 
mately two years ago. 

The company (over the past five 
years) has developed and prided 
itself on a successful manual system. 
Manual systems, however, are 
lengthy, and the reports weren't 
completed fast enough to review for 
management purposes. 

Richard George said the company 
reviewed ‘‘canned” programs devel- 
oped for the coin-op industry and 
also met with various computer 
companies in the greater Cleveland 
area. It found that canned programs 
never quite met its needs: if a 
company had developed a music and 
game program, it had no similar 
cigarette program for sale. 

George said, “The initial research 
of the hardware and software for our 
program took approximately six 
months. We began a series of meet- 
ings with our programmer in the 
spring of 1983 to indoctrinate him 
with the terminology of the industry 
and the needs of our company. The 
programs, as they are used today, 
were completed in the late winter of 
1983, and we began testing them.” 


The company initially wanted to 
set up equipment asset books, which 
are perpetually arranged by cus- 
tomer for each music, game, and 
cigarette piece by description, 
installed and/or removed from that 
account. This same inventory list is 
also arranged by model. 
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“Our manual system 
of recording equipment 
rotation and collections 

1s being inputted 
with greater accuracy 
in one-third the time.’ 


J 
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“A ‘move program’ was developed 
which gives us the ability to rotate 
the equipment with installation date 
and note the commission structure 
and any special refunds paid on that 
piece to the account,’ George said. 
(This commission information is 
ultimately used within the trans- 
action part of its system.) 

The end result of this part of the 
program, George said, is the ability 
to quickly locate the equipment 
within each location with its instal- 
lation date and the operator’s share 
of revenues for life-to-date, site-to- 
date, and month-to-date. At each 
month’s end, all equipment is 
sequenced by model and a dollar 


ranking of each piece is obtained 
within the model to determine pro- 
fitability. 

“In a marketplace where opera- 
tors must purchase new equipment 
more selectively than ever, we have 
an even greater need to utilize 
lateral rotation for customer satis- 
faction,’ he continued. “This has 
been accomplished with an even 
better control of where all equip- 
ment is located and its current pro- 
fitability.” 

The company next moved into 
the area of recording the collections 
for each account. Within a month's 
time, the firm was able to review 
collections by customer, model, and 
description. Predetermined admin- 
istrative and service costs to the 
market value of each piece of equip- 
ment were also factored in. 

“By definition, a computer is 
intended to be a time-saving invest- 
ment. The amount of time, along 
with the ease and accuracy of obtain- 
ing information, is one feature 
which can be measured and has to be 
considered a direct cost-cutting 
reason for computerizing one’s busi- 
ness. Our manual system of record- 
ing equipment rotation and collec- 
tions is being inputted with greater 
accuracy 1n one-third the time and 
has eliminated redundant work 
necessary to obtain reports quickly,’ 
George said. 

“Greater accountability for money 
and product from the warehouse 
level through the sales level also has 
been accomplished for our cigarette 
machines.” 


For more information on this 
computer program, contact Dick 
George at 216/357-7939. ® 
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Nighthawk delivers 


accounting information 


quickly 


[Editor’s Note: The Nighthawk 380 computer system is in the testing stage at various Games People Play 
locations in California. Games People Play is affiliated with Vidcom, manufacturer of the Nighthawk 380.| 


the possibility of paperwork has- 

sles caused by collection slips, 
reports, game move slips, etc., or are 
tired of using an inefficient account- 
ing system, you may be interested in 
the Nighthawk 380 computerized 
collection and route management 
system. 


I f you're an operator plagued by 
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A product of Vidcom, a San Diego 
electronics company, Nighthawk 
380 consists of a portable computer 
and a software program to elimi- 
nate collection shrinkage and keep 
track of inventory while giving 
management virtually instanta- 
neous accounting and route manage- 
ment information, company offi- 


Wa 


Vidcom President Edward Bevilacqua shows the Nighthawk 380, 
designed to eliminate shrinkage, keep track of inventory, and 
give accounting and route management information. 
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cials said. 

“Anyone with, say, 100 games or 
more can own a Nighthawk 380 for 
less than it costs just to handle the 
accounting work involved in man- 
aging his games,’ said Edward 
Bevilacqua, Vidcom’s president. 

The computer is made by Actrix 
Computer Corp. of San Jose, Cali- 
fornia. The Actrix comes with 
$2,700 worth of non-video game 
software at no extra charge, includ- 
ing such programs as Perfect Writer, 
Perfect Calc, Money Maestro, and 
Personal Pearl. 

The Nighthawk 380 is available 
on a leasing or financing plan. An 
initial $250 downpayment will 
deliver the Actrix, office software, 
the Nighthawk 380 software, and 
training manuals. 

Monthly payments of $95 cover 
amortization of the system as well as 
software updates as they become 
available. . 

“It has its own built-in Epson 
printer and a built-in modem for 
sending information to another 
computer over the telephone lines,’ 
said William Barkett, executive vice 
president. 


User friendly program 

The heart of the unit, of course, is 
its software. The Nighthawk 380 
program was written by Mark 
Koller of Vidcom and is user 
friendly. 

“It was paramount to write a pro- 
gram that the average route collec- 
tor could feel at home with quickly,” 
Koller said. 

“The program is completely 
menu driven. That means the com- 
puter asks you what you want to 
know or what functions you want to 
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perform.” 

A complete instructional manual, 
which contains practice sessions 
covering every operation the com- 
puter’s capable of, is included. 

Accounting, management, and 
audit are the main functions of the 
Nighthawk package. 

When a route collector begins the 
day’s duties, the first entries made 
into the Nighthawk 380 are his 
starting time and starting mileage 
on his vehicle. At the first stop, the 
collector plugs in the unit, types in 
the proper location name, and 
enters the time of day. The com- 
puter then displays the games that 
were in the store at the last collec- 
tion. The collector then enters the 
current meter reading, the actual 
coin count and, if needed, adds the 
serial number of any new game or 
deletes an old game. 


Printouts 

The computer then utilizes the 
previcus meter readings—stored in 
its memory—to compare the actual 
collections with what the meters 
show. If the variance is too high, the 


computer asks if the correct entries 
were made. The discrepancy is later 
repeated to management for further 
action. Finally, all new information 
is displayed on the computer, and it 
signals that it’s ready to give a hard- 
copy printout. 

The collector pushes one key to 
produce two printouts—one for the 
location and the other for the opera- 
tor, signed by the operator. The 
information is stored on the com- 
puter floppy disc for modem trans- 
mission to company headquarters 
and for later permanent filing. 

The same routine is followed at 
each location the collector visits. At 
day's end, final time and mileage 
entries are made, and the disc is 
turned in along with the printouts. 

To ensure against false infor- 
mation, the Nighthawk program is 
written so that the computer will 
not work unless the starting time at 
each location ts entered. 

The management portion of the 
program allows the operator to pro- 
gram routes, keep track of video 
games, and to add proprietary 
information. Access to this informa- 


tion 1s gained only by typing a pass- 
word, which ts chosen and changed 
at management's discretion. 


Personalized software 

“Nighthawk 380 software includes 
every factor an operator could pos- 
sibly consider important to his bust- 
ness. In addition, we've given the 
software the ability to be person- 
alized to an operator's unique way of 
doing business, so it’s virtually 
impossible to outgrow the data base 
management system we ve devised, ” 
Barkett said. “Best of all, there are 
‘self-checks’ built into the program 
at many points.” 

The Nighthawk 380 can prevent 
data loss from a power line fluctua- 
tion—anything from a momentary 
power surge to a complete blackout, 
company officials said. The program 
is written so that data input is. 
almost instantly transferred to the 
disc memory. 

For more information on the 
Nighthawk 380 computer system, 
contact: Vidcom, 3456 Camino Del 
Rio North, San Diego, CA 92108. 
Telephone: 619/563-1900. e 


eNO Oi Oi OOO Gi Oe OOO! OOO O* OO OOO OOO OO OO OOOO Ok: 


WHK KKK KK KK KR KKK KKK KKK Kk 


PLAY METER, August 1, 1984 


THE VIDEO GAME KIT 


$250 


Order Your Eggs At This Special Price 
No One Sells Them For Less! 


Universal U.S.A. Distributin 


5650 W. Washington Blvd., Los Angeles, CA 90016 


213/936-5261 
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Paymaster and Promotions 
Pay Off for Operator 
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on Herbers, president of 
R Bisse Technology in Cin- 

cinnati, has been an operator 
for 14 years and has locations in 
Ohio, Kentucky, and Indiana. More 
than six months ago, Harber Tech- 
nology developed the Paymaster, a 
ticket dispensing unit for video 
games which, along with promo- 
tional efforts, has made a difference 
in the cash boxes at Herbers’ loca- 
tions. 

The Paymaster, along with pro- 
motions, has brought earnings on 
Space Invaders from $22 per week 
to $90. Other older games, like 
Break Out and Galaxian, show 
similar increases. Galaxtan, he said, 
earns approximately $120 per week 
with the dispenser, and Break Out 
$140. 

“We're now selling the ticket dis- 
pensers, but we're an operator com- 
pany that developed them for our 
own use,’ Herbers said. “We've 
approached everything from an 
Operator's standpoint.” 

Not all games are good candidates 
for ticket dispensing, he added. 
Some should be converted to some- 
thing with more player appeal. But 
dispensers can be profitable on 
video games that people are familiar 
with and enjoy playing. 

‘The dispenser also allows opera- 
tors to use games that can't be con- 
verted,’ Herbers said, adding that 
the unit costs about half of what 
conversion kits sell for. “People play 
Break Out because its a simple 
game, and they can win tickets every 
time.” 

The Paymaster can be installed in 
any video game, Herbers said, and 
runs on a time element whichcan be 
coordinated with approximate game 
score levels. The unit’s power supply 
is independent of the video game 
because, Herbers explained, the 
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company was afraid of running into 
power difficulties, especially on 
older games with weak power sup- 
plies. The complete package costs 
$395 and carries a one-year guaran- 
tee. 

“Our board can be installed in 45 
minutes,” Herbers said, ‘and can be 
easily taken out of one game and 
installed into another.” 


No panacea 

Ticket dispensing is “not the 
panacea,’ Herbers noted. “It doesn't 
eliminate the need for new equip- 
ment purchases, although it is an 
excellent supplement—a way of 
turning around the older pieces.” 
And it makes operators less depen- 
dent on the “hit” system, he said. 

“It's the innovative operator 
who's looking to round out his total 
package that the dispensers will 
help out,” he added. Some operators 
only want to install the dispensers 
and then sit back and wait for the 
collections to pick up. But, Herbers 
noted, “it takes an operator who 1s 
willing to do some promotion to 
make dispensing profitable.” 

Herbers, who ts also an operator 
consultant, operates between 60 and 
70 video games with ticket dis- 
pensers and said that operators who 
plan to use the dispensers need to 
give a lot of thought to the types of 
promotions and prizes they will 
offer. 

“We gave away about $2,000 to 
$3,000 worth of items (tokens and 
other prizes) for good grades and 
established a good reputation in the 
community,” he said. “We've learned 
that if you do things in a first class 
manner and put thought into it, you 
get good results.” 

Another promotion Herbers uses 
at his locations is called “double 
coin/triple ticket” which, he ex- 


plained, gives players three times 
the number of tickets they would 
normally get from the video game 
when they insert two coins to play. 

Prizes for ticket redemption, 
Herbers said, depend on the loca- 
tion. To make redemption both 
attractive to and profitable for the 
location, Herbers discusses prizes 
and commission splits with location 
owners prior to installing the dis- 
pensing units. 

If the location serves pizza, for 
example, the owner may suggest 
redeeming a certain number of 
tickets for free pizza. The location 
owner and Herbers assign the 
tickets a cash value, and the location 
receives the cash value of the tickets 
he redeems each week on his own 
products from the weekly collections. 


Attractive prizes 

“Our philosophy ts to give people 
what they want,’ Herbers said. “The 
more attractive the location makes 
the prizes, the more he can make. 
The better the prizes, the more 
people play.” If prizes are attractive 
enough, they can compensate for the 
games, he noted, but the games can't 
compensate for the prizes. Opera- 
tors must give a lot of thought to the 
prizes they will offer because prizes 
are what give players incentive to 
play the games with ticket dis- 
pensers. 

And, Herbers emphasized, every 
Operator needs to do some market- 
ing and promotion. 

“We have a chance to capitalize 
on other industries by using their 
hot items for prizes,” Herbers said. 
“Rock groups are so popular with 
kids today, and we buy the little 
buttons that they'll pay extravagant 
prices for in stores. They are good 
redemption items and are not 
vending industry oriented.” e 
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The Operator’s Investment 
Analysis Computer System 


We DONT Play Games 


With YOUR 


Amusement Business! 


CUSTOM DESIGNED FOR THE 
AMUSEMENT OPERATOR 

Computer programs are special technical 
instructions that “tell” a computer exactly what 
to do. The OPERATOR’S INVESTMENT 
ANALYSIS SYSTEM instructs your computer 
to store and analyze information on all the 
amusement machines in your business. No, not 
another accounting program. This system is 
custom designed to give the operator the 
information and features he needs to manage 
more effectively. 


This system is built around a profit center 
concept. Each amusement machine is viewed as a 
separate profit center with its own revenues, 
costs, expenses, and investment. In addition each 
location, each machine type, even each machine 
name can be analyzed as separate profit centers. 
Maximize the performance of your profit centers 
and you maximize the performance of your 
entire operation. 


ACCURATE PROFIT ANALYSIS 
THROUGH COST ALLOCATION 

This system allocates all costs associated with 
your operation. General administrative costs, 
location costs, and depreciation are all 
considered when computing profit contribution 
an return on investment. Depreciation expense is 
handled automatically; each machine can have 
an individual schedule which you choose. 


YOU CAN SELECT FINANCIAL 
REPORTS: 

By Location 

By Machine Number 

By Machine Name 

By Machine Type 

By Maximum Return on Investment 
By Minimum Return on Investment 
By Maximum Revenue 

By Minimum Revenue 

By Maximum Net Profit 

By Minimum Net Profit 

By Location Type 


The basic financial reports appear as shown on 
this page. 


COMPLETE MACHINE HISTORY 
Complete history of machine performance is 
available on any machine you wish. Simply enter 
the machine number you wish to review into the 
Machine History Program. It will access and 
print full disclosureon where the machine has 
been, its revenues, profits, book value, and ROI 
for each collection as well as the service cost, 
percent split (if any) and the machine’s 
depreciation schedule. 

Then, if you wish, the computer will provide 
graphic plotting on your standard printer! 
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ROUTE COLLECTION REPORTS ITEMIZE 
EVERY MACHINE 

Never hand write another collection report! 
Since the computer knows what machines are in 
which locations it can easily provide a printed 
collection report form. 

The computer provides a list of each machine 
number and name at each location. It develops a 
form on standard 8'4”x 11” paper and provides 
columns for meter readings and collected 
revenues. If you want, print this form on two part 
paper so a copy can be left at the location. 


CUMULATIVE REPORTS ON 

PREVIOUS COLLECTIONS 

You need to be able to compare previous 
collections for all machines. The Forecaster 
Program provides exactly that. It prints a report 
itemizing the revenue collected on each machine 
by location for the past 3 to 5 collections. It 
provides cumulative revenue over that time 
(usually a monthly summary). 


EASILY VERIFY METER 

READINGS AND REVENUES 

Included with the system is the easy to use Coin 
Count Reconciliation Program. This program 
maintains records on all your machine meter 
readings. After each collection you simply post 
the collected revenue (or tokens) and the new 
meter readings. You can then print reports for all 
machines, or machines off by any specified 
amount. Even free tokens are taken into account. 


BETTER MACHINE 


ROTATION DECISIONS 


BETTER LOCATION 
CONTRACTING 


BETTER BUYING 
DECISIONS 


EASIER RECORD 
KEEPING 


TWO AUDIO INSTRUCTIONAL 
CASSETES EXPLAIN EVERY 

FEATURE IN DETAIL 

When you order The Operator’s Investment 
Analysis system you will receive a notebook 
containing an installation manual, two instruc- 
tional cassette tapes and the program disk. The 
installation manual contains forms and 
explanations to simplify gathering the needed 
information on each machine. 


ROUTINE DATA ENTRY 

Simply enter machine number and revenues— 
and be sure to tell it if you moved something. 
That’s right. The only required data entry after 
each collection is the machine number and the 
revenue collected for that machine. And 
collections can be entered in any order at any 
time! If you move a machine from one location to 
another you simply enter the machine number 
and the location code of the new location. If you 
sell a machine, delete it from the file, if you buy a 
machine add it to the file. 


HARDWARE REQUIREMENTS 
Available for MSDOS, CP/M, APPLE 
compatible computers and TRS-80 computers. 


FOR MORE INFORMATION: 

Call or write IMC at the address below. We'll 
send you a FREE brochure with sample 
printouts. For a demonstration ask for our 
DEMONSTRATION DISKS for IBM and 
TRS-80 computers! 


SORT ROUTINE 1 


NUMBER NAME TYPE LOC. REVENUE LOC. EXP. DEPREC 
4 CENTIPEDE VID LOC2 $ 98.75 $ 46.40 $ 11 
5 FROGGER VID LOC2 $= =©88.25 $ 42.20 $§$ ll. 
6 JOUST VID LOC2 $ 287.00 §$ 121.70 $ 28. 
7 JUNGLE HUNT VID LOC2 $ 222.00 $ 95.70 $ 28. 
8 BURGER TIME VID LOC2 $ 123.00 $ 56.10 $ 28. 
9 DONKEY KONG VID LOC2 $ 132.00 $ 59.70 $ 17. 
10 MS PAC MAN VID LOC2 $ 175.00 $ 76.90 $ ll. 
11 TURBO VID LOC2 $ 125.75 $ 57.20 $ 17. 
12 GALAGA VID LOC2 $ 112.00 $ 51.70 $ 11 
13 STAR CASTLE VID LOC2 $ 48.75 $ 26.40 $ 5, 
$ 1412.50 $ 634.03 $ 172, 
TOTAL NUMBER OF MACHINES IN SORT 10 
AVERAGE REVENUE PER DAY $ 201.786 
AVERAGE PROFIT PER DAY $ 64.6369 
AVERAGE BOOK VALUE PER NACHINE $ 1870 


ADMIN. PROF IT BOOK VALUE ROI DAYS 
$ 15.34 $ 25.50 $ 1600.00 83.10% 7.0 
$ 15.34 $ 19.20 $ 1600.00 62.57% 7.0 
$ 15.34 $ 121.19 $ 2500.00 252.778 7.0 
$ 15.34 $ 82.19 $ 2600.00 164.838 7.0 
$ 15.34 $ 22.79 $ 2500.00 47.53% 7.0 
$ 15.34 $ 39.70 $ 1800.00 114.99 7.0 
§$ 15.34 $ 71.25 §$ 2100.00 176.91% 7.0 
$ 15.34 $ 35.95 $ 2000.00 93.72% 7.0 
§$ 15.34 $ 33.45 $ 1500.00 116.27% 7.0 
$ 15.34 $ 1.25 $ 500.00 13.05% 7.0 
§ 153.42 $ 452.46 $18700.00 126.16% 7.0 
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Name: 
Address: 
City, State, Zip: 


INNOVATIVE MANAGEMENT CONSULTANTS 
611 LaRue, San Marcos Texas 78666 


512/396-3330 
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Play Meter columnist Frank “The Crank” 
Seninsky and Bally Midway have teamed up to pro- 
duce “The Care and Feeding of Your Pinball Machine.” 

This information was originally published in a 
19-page booklet. But Seninsky and Bally have given 
Play Meter permission to publish it in this special 
Service/Security 1ssue. 

Seninsky covers pinballs from A to Z in an easy- 
to-read format. Read all of the information or simply 
scan the subheads for a solution to your pinball pro- 
blem. A handy checklist on servicing pinballs ts 
included at the end of the story, as well as spectfic 
reminders about Bally, Gottheb, and Williams pins. 

The Crank 1s aregular and popular contributor to 
Play Meter with his “Frank’s Cranks” column. He 1s 
president of Alpha-Omega Amusements located at 3 
Coral Street, Edison, New Jersey 08837. Telephone: 
201/738-1800. 


ASSEMBLING THE GAME 


Remove all loose items in the cabinet (cash box, | 


booklet, etc.). Stand the cabinet up in a vertical posi- 
tion on its backside. Bolt the two front legs to the front 
of the cabinet. Do not overtighten the bolts but make 
sure they are tight. Take a 3/8” nut and thread it all 
the way onto the leg castor. Insert this castor into the 
bottom of a front leg and screw it in until the nut 
reaches the leg. There should now be 3/8” between 
the castor and the leg bottom (the width of the nut). 
Repeat for the other front leg. 

Next lower the cabinet (the front legs are now on 
the floor), lift up the back end of the cabinet, and place 
the head (lightbox) under the back end (horizontal to 
the cabinet so that the back box supports the game in 
the middle of the back end of the cabinet). The back 
leg castors should initially be set with about 2/3 of 
the 3” castor below the bottom of the leg with the 
locking nut underneath. Take the backbox out from 
under the game after the legs have been attached. 

Next pull the line cord out of the cabinet, and bolt 
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the backbox to the cabinet using all the head bolts and 
washers. Be sure to align the head flush to the cabinet 
before tightening. The game will make less money if 
the head is on crooked. 

Screw the silver ground braid for the main 
cabinet to the ground braid running along the base of 
the backbox making sure that the braid does not 
contact the lightbox door when the door is closed. 
Insert all connectors to the circuit boards and connect 
the male-female connectors. These connectors must 
be squeezed tightly together. It is possible to plug the 
wrong connectors together in some games causing 
damage to sections of the circuit boards. To avoid this, 
it's best to match the wire colors every time you con- 
nect two connector ends. I try to match up at least 
three colors in three different positions, just to be 
sure. 

Check the circuit boards to make sure they are not 
shorting out to the sheet metal or ground straps 
located behind them. Newer models now use a card- 
board-type insulation paper behind the boards. On 
older games there are instances where board com- 
ponents will fail, and the only clue as to why is a tiny 
burn mark on the sheet metal behind the board. When 
changing components, make sure the component pin 
ends on the backside of the board are clipped short so 
they don’t go through the insulation paper and/or 
short to ground. 
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The edges of the light box door sometimes cut 
into the harness wires. To prevent this, reposition 
(bend) the harness away from the door edges and also 
off the corner points of the circuit boards. If necessary, 
tape the harness in place. 


REMOVING THE PLAYFIELD GLASS 

How many veteran pinball mechanics have 
never broken a playfield glass? Most have and it can be 
quite embarrassing and costly. The correct way to 
handle the glass is by “cupping” the side edges of the 
glass with your palms. Avoid touching the glass with 
your thumbs. This will leave fingerprints on the 
underside portion of the glass. 

To remove the glass, place your palms, one near 
each side edge, about halfway up the glass length, and 
slowly slide the glass toward you. Be sure to keep the 
glass at the same angle while you remove it. Never 
apply upward or downward pressure to any section of 
the glass. If the glass is stuck, lightly hit (again with 
your palms and don't wear heavy rings) all around the 
edges of the three railed edges of the playfield. 

As the glass slides off, move your hands up so 
that they are always over the playfield. The front edge 
of the glass should catch you below the belt in the 
pelvic area (don’t hit the glass edge on a belt buckle or 
key ring), and lodge softly in the crease as you bend 
forward. Your hands should now be cupping the glass 
edge about 2/3 of the way up. Gently lower the glass 
down along one leg and catch the bottom edge on your 
ankle with your foot pivoted up, heel touching the 
ground. (You can walk with the glass in this position. ) 
Gently lower the glass bottom edge to the floor, with 
the edge touching squarely. Make sure there is no 
debris on the floor. Angle the glass against a wall away 
from doors and people. 

All this effort is to avoid hitting an edge of the 
glass or a corner which will shatter safety glass. 
Simply reverse this procedure to replace the glass. 
Always wipe the underside of the glass before putting 
it back to remove the white/gray film caused by the 
disintegrating rubber rings. 


LEVELING THE GAME 


Crank’s Law #74 “A level, securely seated pinball 
will make more money than a crooked, wobbly one.” 

1. Start with castors up in the front and 2/3 
extended in the back. The angle of the game can 
_ always be reset after you see how the game plays and 
what percent of replays or extra balls have been 
awarded in the next few days. 

2. Place a small level across the top end of the 
playfield widthwise. (You want to level the playfield, 
not the glass.) Adjust the back legs until the back is 
level. Repeat this procedure by adjusting the front 
legs so the cabinet is securely seated. To adjust 
diagonally, place your left hand on the top left side of 
the cabinet rail 1/2 way up and your right hand under 


the right side of the cabinet near where the right leg | 


attaches. Push with the left and pull up with the right. 
The cabinet should not give or wobble. Switch hands 


PLAY METER, August 1, 1984 


HighBall 


The Premier Target Bowling Alley 


Ticket Vendor 


Ticket dispensers for video, pinball, etc. 


Movcity Games 


The kind that never stops earning money 


Contact 


The Norton Company, Inc. 
4910 W. Linebaugh Ave., Tampa, FL 33624 
813/962-4012 


Nevada Gaming Schools... 


Because the competition is 
rough out there 


Training 


NEVADA GAMING SCHOOLS, INC. 
3100 Sirius Ave./Suite,p 881 E. Glendale/Suite p 
Las Vegas, Nevada 89102 Sparks, Nevada 89431 

(702) 873-2345 (702) 359-2345 
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and check the other way. Make adjustment accordingly. 
These are fine adjustments. Now back away and see if 
the game appears level. If not, you must compromise 
so the game will also appear level but always go 
through the “cross directional leveling.” 

3. Adjust the ball tilt. Kneel in front of the game 
and lift the cabinet front 1” off the floor with your 
knee. The “ball tilt” ball should roll slowly to the end 
of the track (tilt position). Lower the game and the 
ball should roll back down the track. You should be 
able to push the cabinet forward and backward with 
the ball rolling no more than 1/2 the track distance. 

4. Center the plum bob tilt. Putting the bob in 
the center of the ring and ina liberal position will give 
players a fair shake, since most players enjoy shaking 
the machine. 

5. There is a vibration tilt under the playfield 
that I feel shouldn't be used unless required by a really 
rough location. I recommend spreading the contacts 
of this switch far apart. Again, this gives your players 
a fair shake. 

6. Drop-test the slam switch by lifting the game 
up 1” off the floor and dropping it. The slam switch 
on the bottom board must activate “Game over tilt.” 
Otherwise, some ingenius player might find the 
machine awarding credits or points by dropping the 
game. 


ADJUST BALL SHOOTER PLUNGER 

Center and tighten the ball shooter plunger so it 
hits the middle of the ball. Lubricating the plunger ts 
also important. This helps the plunger rubber tip to 
last longer and stops the plunger end from “mush- 
rooming.” Players use the plunger to make skill shots 
at the top of the playfield. Shooting the ball accurately 
is a major part of the game. 


PUT MYLAR ON PLAYFIELD 

This will ensure long life to the playfield. First 
wipe any dust from the playfield. It is best to have two 
people put on the mylar. Start from the top of the 
playfield and work your way down slowly, making 
sure that bubbles aren't present anywhere under the 
mylar. 


PLAYFIELD 


Most digital pinballs have switch tests which tell 
if there is a ‘closed switch.” Unfortunately, they don't 
tell you if switches are too close, but not actually 
closed. Put up a game and gently pound (with your 
fist) various sections of the playfield (on the wood). If 
any switches are too close, points will be registered. 
You can also punch the sides of the cabinet (check 
vertical mounted switches) if you suspect free points 
are being awarded and can’t explain why. If rollovers 
vibrate, some may need to be tightened by putting 
upward pressure on the backing switch blade under 
the playfield (use a point binder). Visually inspect 
each blade switch which should be placed 1/16” apart. 

Place the ball on all the rollovers, switches, and 
star rollovers, and let it roll over the switches starting 
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with zero velocity. The ball should roll over each 
switch easily; otherwise, during play the ball may 
become lodged on the switch and continually award 
points until shaken free. Adjust any backing blades 
that are exerting too much pressure on a rollover. And 
make sure all rollover wires are centered in the 
wooden playfield slots. | 


SIZING/REPLACING RUBBERS 

In general, the correct size rubber to use is one 
that covers just over 1/2 of the desired area in the 
“unstretched” position. Before putting a ring on, 
stretch it out in your hand and check its elasticity. It’s 
better to have a bad rubber (hard, old ones) rip apart 
in your hand, than on the machine during operation, 
which means a service call. Be careful not to twist the 
rings when stretching them over the posts. The seam 
should run in a straight line parallel to the playfield. 

If a rubber when taken off doesn't return to a 
circular shape, it generally should be changed. After 
replacing or rotating a ring, pass the ball through the 
lane next to the rubber, ensuring that the rubber ts not 
blocking the path and is sized correctly. The rubber 
rings won't have to be changed as often if you slightly 
rotate them when the edges start to wear (around the 
posts, ends of flippers, on sides of drop targets) each 
time the game is serviced. 


CLEANING THE PLAYFIELD 

The condition of the playfield is an important 
factor in getting repeat players. Cleaning a playfield 
also gives you an opportunity to check for loose 
assemblies, worn rubbers, burned out or loose bulbs, 
loose caps, etc. You can also clean and rotate the 
rubbers. Playfields should be cleaned regularly (every 
800-1,000 plays)! No one likes to play a pinball 
machine with a dirty playfield. 

The field gets dirty as the rubber rings wear and 
the particles stick onto the field and are ground in by 
the ball. It takes a few minutes to clean a playfield, so | 
recommend it being done at least every other week. 
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ALPHA-OMEGA SALES = 


SEND YOUR MONITORS & BOARDS TO “FRANK THE CRANK’”’—He'll fix ’em right! 
On reconditioned prepaid game orders, WE’LL SPLIT THE FREIGHT! (min. $1,000) 
On KIT orders, WE’LL PAY THE ENTIRE FREIGHT! 


KITS 


LOWEST PRICES ON THE HOTTEST CONVERSION KITS 


CRYSTAL CASTLES — UP & DOWN — HYPER SPORT — TIME PILOT ’84 
CHAMPION BASEBALL II — CIRCUS CHARLIE — MAJOR HAVOC 
SPACE ACE (Special $795) — SUPERBIKE (FOR DONKEY KONG $275) — TIN STAR 
UP & DOWN — JR. PAC-MAN — ELEVATOR ACTION — MEGA ZONE 
POLE POSITION II — MR. DO!’S WILD RIDE — SUPER BAGMAN 
VULGUS — VS. BASEBALL — PUT & RUN — COBRA COMMAND 


NEW GAMES — CLOSEOUTS 


LASERS—POOL TABLES—BILL CHANGERS—JUKES—PINBALLS 


TAG TEAM WRESTLING ($1545) — PUNCH-OUT — JACKS TO OPEN —VS. TENNIS ae 
TRIPLE STRIKE — CENTURY DARTS Il — PENNANT FEVER — ICE/FIRE ESCAPE ligng Ee YY 
BLACK PYRAMID — BIG BAT — VIDEO JUKEBOXES — SPACE ACE — AIR HOCKEY 


CROSSBOW — SPY HUNTER — KINGS OF STEEL — TEN YARD FIGHT | ae es 
LASER CUE — TWO TIGERS — TEN-PIN DELUXE — THE GAMES (PIN) — HYPER SPORT Anaad 
STAR RIDER - FOOSBALL ($695) | ppacidesd 


E-Z SLATE LIFTER (New $445) 
NEW .984, .882, and .900 BRASS TOKENS—5¢ each 


GREYHOUND 104CT VIDEO CARD GAMES 


FACTORY OUTLET—LOWEST PRICES ANYWHERE—BUY AT BIG SAVINGS 
6-MONTH WARRANTY—IMMEDIATE BOARD EXCHANGES 


LOCATION-READY SPECIALS 


30-DAY WARRANTY — NO CRATING CHARGE 


Bavy Pac-Man <sccriascsetesaacde $ 895 VOUS Cental nd taeaaanne audios 695 OF Delt sccceedvnctens a earaR Rae ies 1095 
Ba@ Man < 5.5.53 0aA oo oe ta enna ews 595 JOUIMNEGY: 5.00 seein cscaa seamen tan 795 QIK 55 kee REDD RS OES CAs Aw OS 395 
DO OCs cs ee Fav caekanateeees 395 JP... Pae-Maies 34s ageues eG wei se se 1495 RGACIO! fsivse iis eters eadeeu sans. 595 
Bump: & JOM ox caucecaeceiasncas 795 ° KICK-IVIANY 1265040 aay cas tee an 495 RONG ON calissstachenumeseee oes 595 
CONIIPECR id cccc ick tev eoscvedaes 795 MAC ed 23 Sac oes vanGu awe ieee 1695 ROWO: BC -25's bins Ca dxgan teasers 1695 
Caveman (pin)...........eee sence 795 WAG AS7 OC) och ti Gio: 2695 Rowe BC-25: MG... os denise sages 1895 
Centaur (Bit) ccc Gtad oii since ees 850 MAJOR: HAVOC 5 gcc ieeensdawes 1395 ROWE BC-9A 4.0 fie ia. eeu cee es 1295 
Champion Baseball............... 995 i (id > 11) See 795 Satan Ss HOWNOW soe nese h ioe weewns 745 
CUOXK oniss sues ty recesaseresaees 1495 MADDY 625.40 Sek acuduces ee aaron bs 795 Silvera (Din) a 54 jscwade bene eenes 395 
Cireds Chanli€...053 aceesswenswaw’ 1295 Mario BIOSs. 2 xaxsasngwds came aces 895 SINISal rie nke esdasdeu ee vendesnoss 795 
CONGO BONRO:-c; dae peeadudsonigs 695 Mats (PIN) aiav ecu 2S.0 teeter sour te 695 Space Duel i dckss tigi eds case eas 350 
Cosmic GUntigntin caccesice cesar 895 MEGA. ZONE: « 2i042560s denny ints 1195 SATB Ate 4 nds bie ew y DAG kee ses’ 495 
Crystal Castles 3 iiwdccu2aje ene cas 995 IMAIIND EOE 82 ong AN She Fes se nns 1295 Stat Tek civaveierersaesey ress eek 795 
DGIONO El iis wuss pega tee aces 395 Monaco GP (s/d) ..........2000 08 995 Stal Walses s6 osc se taw deans ernie 1395 
DE DUP staked ss cow a Dawe sae 495 MOOD COSA cs Sick bacon d ae oo vue 395 Super Pac-Man «2 occsi504 ss 00s 6a 695 
Donkey Kong (& Jr.) ..........05. 495 MOON PAO lic sas cusen eek Red aaes 895 VEINDESl sk Sick ete dke ene ee ener es 395 
Dragon Slats < s4cdne5 ses eee iae es 1995 MR. DO!’s WILD RIDE ........... 1195 CUMG PUG occas cintned samede seas 895 
ELEVATOR ACTION | ..04 c93c4x6n0%5 1295 Mr. & Mrs. Pac-Man (pin) ........ 895 TIGe PUOU OAS: acs c5ena anya esas 1295 
Eliminator (new) .............005. 595 IMIS, PACMAN io acskeeus cole wek an 995 DHEStal fess deewsaedaneete tener as 1295 
EXCHOM aici ciwas suas oe ne aa ees 1295 NATIONAL CIGARETTE TRACK & FIELD. eces ciccadvick ess 1495 
Fast Fredgie xugecy eatin whee bau 595 MACHINES (recon.)............ 795 NOR eon c4e Ries eRe Reese 695 
FOO HGS 622 cco oren ce nuveues 895 ine ea-KaCe: osx G oe aen aeunya 395 Venues Aico we Gerte coy ee cay aes 395 
PLONZY oi oven sashes ates eee ks 395 Pac-Man or Pac-Man Plus ........ 595 Wak idion. this eseneuteeserawees 595 
FIOR BE? i o6i25.24 see Ns carer ous 495 PROGKIG Ria ork sheen oat yee sedan 395 Warlock (01) viiio kad cere uns anes 895 
CalaXiall iis suena ewneateoneeers 395 POIO POSIION: 4s 25 2sienoaa decked bead call | Wizard Ot WOK cccssa va cdcaeeaees 395 
COM irae ss wr euscauedawet hdr we 395 Pore Position: U. os ccc ndaseabaness 2595 LAXKON Adena pudeeen des ereaieueus 550 
CIVEUSS osieushdnina sense deco soos 795 POPC CG cxvehacves yakeiee cheweeees 495 ZOOKOCCDEE ¢ 25a aiserin tases 895 
3 CORAL ST., EDISON NJ 08837 CALL THE EXPERTS NOW! 
201/738-1800 - “FRANK THE CRANK” 
CALL FRANK or JOE PRESIDENT 
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Bally recommends Wildcat 125 which is a combina- 
tion cleaner and polish. | like it for older games but it 
makes the ball go too fast on the newer games (so fast 
that the playfield assemblies break occasionally). 

Use a nonabrasive cleaner and a towel. Wrap a 
towel around your first two or three fingers. This way 
you can easily get into lanes and under playfield 
assemblies without cutting your fingers on sharp 
metal or plastic edges. Apply the cleaner to the towel, 
not directly to the playfield. Polish the ball as well, and 
make sure it is not pitted. A pitted ball can ruin a play- 
field in one day. When I clean a playfield, I always have 
flipper and kicker rubbers handy. These take a few 
seconds to change and the increase in play appeal is 
significant. 


OTHER ITEMS TO CHECK 


1. Spinning target pivots should be lubricated 
with white lube. Make sure the wires and the targets 
are in a straight plane and the target naturally returns 
to a position perpendicular to the playfield. Later, 
when the glass is on, make sure that the top of the 
target bracket doesn’t touch the glass or isn’t too close. 
Many times players will pound the glass and bend the 
target bracket (the glass does actually bend a little). In 
those cases, the top of the bracket must be removed 
and the ends bent down away from the glass. 

2. Plastic decoration caps (rubber, plastic, or 
metal) must be checked for tightness. A drop of glue 
usually does the trick. Use metal or threaded plastic 


CELEBRATING 


e0, 


r i) Be] 
YEARS 
OF SERVICE TO 
THE COIN- OPERATED 
AMUSEMENT AND 
VENDING INDUSTRIES! 


BETSON ENTERPRISES 


A Division of H. Betti Industries Inc. 

“THE WORLD’S LEADING BETSON 
INDEPENDENT DISTRIBUTOR” 

6 Empire Bivd., Moonachie, NJ 07074 

(201) 440-2200 / Telex - 134-309 

1045 Rte. 109 Lindenhurst, Long Island, NY 

(516) 226-0400 

301 Brewster Rd., Milford, CT 06460 GLOBE! 


caps on the kicker plastic caps (due to excessive 
vibration) as the caps tend to come loose more often 
than others. 

3. The metal guide rails that are pressed into 
small playfield holes often can’t take the punishment 
of the ball and become loose, resulting ina service call. 
A super glue and match sticks will usually secure the 
rails. You can also roughen the edges of the rail and 
flatten the ends with a vice-grip. Then redrive the rail 
into the wood. A small finishing nail (1'4”) should be 
driven in alongside the rail, out of the way of the path 
of the ball. 

4. Direct the ball as it is ejected out of any saucer 
holes so that it doesn’t drain (go between the flippers 
or down the outside drain lanes). Whenever possible, 
direct the ball to the thick part of a flipper so the 
player has a chance to get off a skill shot or have the 
ball shoot out to a pop bumper, being careful that the 
ball just doesn’t keep going back into the saucer hole. 
The ejection direction is changed by bending the tip of 
the kicker opposite to the direction you want the ball 
to go. Be careful not to break off the kicker tip. 

On older games, metal hole liners can be glued 
into the saucer holes. If these holes have become 
wider, due to the wood wearing away, each metal ring 
will reduce the hole diameter by 1/16”. It will also 
reduce service calls because the ball will be nicely 
centered, and the kicker contacts will always close 
when the ball resets in the hole. 

5. If the ball ever gets caught between the play- 


WE SPEAK 
: ° ENTERTAINMENT! 


’) SALES EXPERTISE... 


Betson has a professional staff of sales persons 
} who are at your disposal in the field or in our 
~* office. These professionals will help you select 
\ “The Right Machine For The Right Location”. 


SERVICE... 


Down time cost you money and Betson’s trained 
\ service technicians are both in the field or here 
} in-house eagerly awaiting to get you back in 
action fast. Call us anytime. 


PARTS... 


Betson’s parts department is undoubtedly the 
most complete in the industry. We feature im- 
mediate pick-up. or our famous 24 hour shipping 
policy. Whichever you choose you can be sure 
you are dealing with the very best. 


BIG...BETTER... 


WE EXPORT TO 
36 COUNTRIES 
AROUND THE 


(201) 878-6966 
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field plastics and the glass, you can easily raise the 
plastics by placing small rubber rings (3/8”) and 
putting plunger tips over the thin posts under the 
plastics. 


UNDER THE PLAYFIELD 

Whenever you have the glass off a pinball, there 
are a few areas under the playfield that should be 
checked. . 

1. There are two sections where the wire insula- 
tion is frequently rubbed off. The first is on the right 
side toward the top of the board, where the playfield 
edge is supported by the cabinet frame rail. When 
closing up a game, this wire harness can get caught 
between the playfield bottom and the frame rail. 

The second area is in the same position but on 
the left side of the playfield. These areas take a beating 
and are where many problems can be located. Other 
areas to search are where any wire bundle touches a 
light socket or bracket edge. Vibration will eventually 
cause these wires touching metal to have their insula- 
tion cut. 
| 2. The operator should tape or protect the wire 
bundles which run from under the back portion of the 
playfield up into the lightbox. The vibration from 
game operation and the excessive rubbing caused 
when the playfield is raised and lowered during 
service causes many problems. A good technician 
knows where to look. 

3. Flipper Assemblies—The flippers are 
perhaps the most important assembly on a pinball. 
The stronger the flipper, the better the player enjoys 
the game. Check the coil stop brackets to make sure 
they are tightly secured to the bracket frame and that 


the coil stop is on tight. Manually pull each flipper 


plunger in by hand, and adjust the end-of-stroke switch 
so that it opens at least 1/16” when the plunger is 
pulled in fully. (These switches, as well as maximum 
flipper strength.) 

Why flippers stick—Flippers can stick because 
the end-of-stroke backing blade catches on the flipper 
shoe. Flipper shoe insulation must be checked and 
rotated so it won't wear off. The wearing away of 
insulation between shoe and end-of-stroke will cause 
the 5 amp fuse on the rectifier board to blow. Check 
the flipper screws that hold in the flipper coil stop 
brackets. These will shear off or fall out if they loosen. 
The plunger may not be perfectly lined up with the coin 
sleeve so the plunger can get stuck inside the sleeve. 
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This can usually be fixed by filing out the sleeve with 
the rat tail file which will give the plunger a bit more 
clearance inside the sleeve. If this doesn’t work, place a 
thin switch blade, as a spacer, under the bottom coil 
stop bracket or the top coin bracket, as required. This 
will slightly tilt the coil and hopefully it will now line 
up with the plunger. The last resort would be to 
tighten the return spring but this only reduces flipper 
strength and surely the flipper will get stuck again 
soon. 

Use a light file to smooth out the pivot wheel on 
the flipper shoe if it binds. Also smooth out the notch 
in the plunger where the wheel rotates in. A small 
burr will cause the plunger to stick. Return springs 
can ride over the fiberboard or plastic link and get 
caught on the top. This can cause the plunger to 
remain partially inside the coil sleeve and not return 
to its normal position. Springs with smaller diameter 
windings at the top could be used or wide links used. In 
the field it is good practice to notch the link near the 
edge witha hacksaw blade and carefully slip the spring 
into the notch. The spring edge remains in this notch 
as the plunger pulls in and releases and will not slip 
over the edge. 

If the amp fuse blows regularly for no apparent 
reason, it probably is flipper related. Here’s a good 
rule to follow: use a 5 amp fuse for two flipper games, 
a 6 amp fuse for three flipper games, anda 7 amp fuse 
for four flipper games. When adjusting a flipper, 
make sure there is 1/8” between the bottom of the 
plastic flipper and the playfield so that the flipper 
action is not slowed by friction with the playfield. 


DIODES AND CAPACITORS 


The pop bumper switches and bull’s-eye type 
targets have small ceramic disc capacitors across 
them. These capacitors store the charge of electricity 
so the switch will be activated when it is closed for a 
fraction of a second. These capacitors are especially 
necessary on the bull’s-eye targets so the score will be 
registered when the ball hits them hard. The pop 
bumper will be more sensitive with capacitors 
mounted to the switches. If one of these capacitors 
becomes “leaky,” erratic operation of the corres- 
ponding switch will result. If the capacitor shorts, the 
switch will be “closed” and will not produce the score 
when the ball physically closes the switch. 

A bad capacitor can also cause the game to score 
points repeatedly. If points are ringing up con- 
tinuously and all switches are open, cut away one leg of 
the capacitor that you think is defective. If the scoring 
stops or the switch works, you got lucky. If the same 
problem occurs when you replace the cap with a new 
one, a leaky diode may be present. If the diode is bad, 
the signal can still “bleed” through the capacitor. Most 
of the time, however, the capacitor will be the pro- 
blem. Check each coil and switch visually to make sure 
that the diodes and capacitors are soldered correctly. 
Where the diodes are not flush mounted to the coil 
base, apply a bathtub type sealer compound to the coil 
base attaching the diode and capacitors. This will 
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reduce the vibration felt by the coil terminal con- 
nection. 

Most games have slots in the bottom of the 
cabinet for ventilation purposes. These slots should be 
covered with a thin grating so small parts can't fall 
through. Often you will be alerted to a problem 
because you've found a screw or nut in the bottom of 
the cabinet. This is a good reason to start with a clean 
cabinet, uncluttered with small parts. 


ADJUSTING BLADE SWITCHES 
Switches should be adjusted by using a “point 
bender.” This tool is inserted at the back end of the 
blade (near the mounting screws) to be adjusted. The 
long, backing blade should rest up against the wire 
form with enough pressure so the form doesn't shake 
under normal vibration. A 1/16” gap between 
contacts is recommended. You should see the smaller 
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Conley's Motor Inn 
3550 Wm. Penn Hwy. 
Pittsburgh, PA 


NAGA 


AUCTIONS 
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PRESENTED BY 


INI ationac AAmusement Game Avuction 
“THE INDUSTRY AUCTION LEADER” 


=_5SO 
OF THE LATEST GAMES 


* ATARI * WILLIAMS * TAITO * SEGA * 
* STERN * BALLY * NINTENDO * 


UPCOMING AUCTIONS 
PITTSBURGH, PA 


We specialize in the sale of new or uSed games by auction. 


National Amusement Game Auction 
1919 14th St., Suite 405, Boulder, CO 80302 
303-4a44a0-s38ss9 


lower blade move when the switch ts closed. It is best 
to have the contacts touch when the switch 1s closed 
halfway by the ball. This will provide the self-cleaning 
action for the remaining half of the travel. The gold 
plated switches must never be filed. They are plated to 
resist corrosion. Clean these contacts by gently closing 
them on aclean business card or dollar bill, wiping any 
dirt off. 

Bally suggests that the screws be tight before you 
adjust a switch assembly. If not, tighten the screws 
closest to the contact end of the leaf blade first. This 
will prevent the assembly from having the leaf 
switches “fan out.” 


COLLECTING A PINBALL 

When a collection is made, the collector should 
thoroughly check and clean the coin acceptor. This is 
easily done by just opening the mech flap and wiping 


DENVER, CO 


August 25 
National Western Complex 
46th Ave. & Humbolt 
Denver, CO 


NAGA 


noon En conor 


CASH FOR YOUR GAMES 


CONTACT NAGA FOR DETAILS 


303-440-9999 
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smooth the visible area. Drop a coin through each 


mech while putting a finger along the bottom to stop 
the coin. Then release your finger and let the coin 
drop. This checks the tension on the switches (or trip 
wires), especially the switches used in older games. If 
the coin doesn’t get stuck with zero velocity, it surely 
won't get stuck during a normal drop. Next send a 
coin through as you depress the coin return. This 
assures that the return is not blocked. When replacing 
the cash box, make sure the cover slots are properly 
aligned with the chutes. This way coins/tokens won't 
bounce out and cause shorts. 

Before closing the door, visually check the door 
slam switch, the pendulum tilt bob, and the ball tilt 
switch. Reach in and put your fingers on the flipper 
coil stop brackets, making sure they are tight. Also 
look for any parts on the bottom of the cabinet. 
Remember the old saying—"“an ounce of prevention 
is worth a pound of cure.” 


USING THE 
BOOKKEEPING FUNCTIONS 


What you want to know here is the percentage of 
games won based on how many games were paid for. 
This number can range from 0 percent to conceivably 
a few hundred percent. In general, pinball games 
should award between 30-50 percent free games, but 
some games make more money if the percent is slightly 
higher. On a real fast game (average ball play time is 
low) like Ezght Ball Deluxe, run it at 80-100 percent. 

You should also reset the “High Score to Date” at 
least once a week. Game won percents can be altered 
in several ways. You can raise or lower the back legs 
affecting the speed of the ball. Adjustments can be 
made to the liberal and conservative switches. Posts 
on the playfield can also be repositioned (see manual 
for adjustments). As a last resort, change the score for 
replays. This usually works when you lower the score, 
but I recommend against raising the score because 
good players know what the correct factory score 
should be and they resent it if it is raised. 

Your Collection Sheet should look like this 
example. The Win Percentage formula is as follows: 


Games Won 
Win % = Games Paid 


(20-10) + (750-400) = 550 Quarters = $137.50] These 
numbers are necessary if there is irregular pricing 
such as 1 play/25 and 3 plays/50 etc. | 

What we want to be able to calculate is the Win 
Percentage. First we need to know how many games 
were won. This is simply replay minus previous 
replays (650-400) = 250 games won. To determine 
Games Paid, you must take the total games played 
(1800-1000) = 800 and subtract from this the total 
games won (250) and get 550 games paid. Therefore, 
Win Percentage equals 250/550 = 45 percent. Once 
you get used to working these numbers out every time 
you collect a pinball, you'll notice that you can control 
the amount of money (to a reasonable degree) that 
your game can take in. 


SOME TROUBLESHOOTING HINTS 
(Applied only to older games) Bridge Rectifiers: 
The crimped connections on some games are often 
loose. This causes arcing and heat buildup. Eventually, 
the current flow will be restricted and problems will 
arise such as “Game Over,” for no apparent reason. It 
is difficult to solder the wires to the bridge directly, but 
it must be done. The connectors must first be filed 
down to bare metal and the surface roughened. Cut 
away the push-on connectors and solder directly to the 
bridge. Use a gun-type soldering iron for best results. 
Pop Bumper Rings: If you have a game that has 
plastic pop bumper rings, change them to metal ones. 
The plastic rings become sluggish after a few months. 
There have been some borderline problems with the 
25 amp bridge rectifier that was used in the switch 
illumination circuit on past games. Bally has changed 
to a 35 amp bridge made by General Instruments (part 
#E-602-7) that holds up much better. The old bridge is 
Bally part #E602-6. Also, when changing a bridge, 
make sure you flush mount the bridge to the board. 
This must be done for heat sink purposes. Use a good 
heat sink compound; silicone grease is recommended. 
Loss of bookkeeping and replay score levels and 
add-a-ball: This condition usually results from a low 
battery. The proper way to check the battery is to turn 
off the game for at least one-half hour and measure 
the battery voltage. It should read 3.2 volts DC mini- 
mum on your Bally games. 
Saucer hole kicker arms get stuck: This can 
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Example 
XYZ Stop 


Machine Plays Prev. Replays Prev. Q Left Prev. 
8 Ball Dc. 1800 1000 650 400 380 =190 


20 10 750 400 137.50 45 


Q Center Prev. Q Right Prev. Amount % Comments 


ne er es 


fix lights 
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Make notes directly to your collection sheet for 
service work which should be performed to keep the 
game in top condition. This is a good follow-up pro- 
cedure. 

Shown is a case where there are three coin slots 
(Q Left, Q Center, Q Right). Add the number of coins 
that are dropped into each chute. [Ex: (380-190) + 


PLAY METER, August 1, 1984 


happen for two reasons—first the arm may be 
rubbing on the coil case or playfield cut-out. Bending 
the bracket will easily cure this. It should also be noted 
that coils expand slightly when they heat up, so the 
adjustment should be made when the coil is hot. The 
second problem could be that the E-clip gets caught on 
the spring arm bracket. Simply bend this bracket so 
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the E-clip can spin freely. Lubricate pivot points. 

Drop Targets: Regularly apply white lube to the 
sections of the target stem that rub against the metal. 
This will prevent the targets from sticking and 
causing a service call. 


LIFTING FUSES 

A troubleshooting technique that may save time is 
to lift fuses before playing around with the harness 
wiring. As an example, suppose you have a strobing 
problem on a digital display. You can lift fuses Fl and 
F5 on the power board one at a time, and see if the 
problem goes away. If, for example, the wiring was 
shorted onto the lamp insert board in the head, the 
display would work when the general illumination 
circuit fuse was disconnected. This tells you that you 
have a short in the lamp circuit. If the problem 
disappeared when the other fuse was pulled, you may 
have a shorted return line on the switch matrix. 


PINBALL CHECKLIST 


1. Check for worn rubbers. 


OLDER BALLY PIN POWER SUPPLIES 


Older games will not power up because the 
orange wire J3 Pin 8 isn’t making a good connection. 
You can just look at the connectors and see that most 
of the general illumination connector wires are also 
burnt. Follow the schematic of the power supply 
wiring diagram, and solder these wires directly to the 
test points (TP), especially the orange one. 

Light Bulbs: On older games the light bulbs don’t 
work, not because they are burnt out, but because the 
light sockets have oxidized. Rotate the light socket 
base and slightly bend it to one side. Take out the bulb 
and lightly file the bottom or rub it on the floor until 
the oxidation is removed. If the bulb is loose in the 
socket, gently squeeze the socket (after removing the 
bulb) with a pair of needle nose pliers and reinsert the 
bulb. Remember, it’s important to have the letter and 
number lights working on the game so the player 
knows which bulbs are lit. e 


. Check pop bumpers for dead spots. 
. Check pop bumper rings for shaft and yolk parts 


2. Make sure rubber is correctly sized (little more 
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than halfway around where you want it to go). 


. Check space of points on switches—too close or 


too far (1/16” recommended). 


. Make sure playfield is clean. 

. Check to see that all posts are on tight. 

. Make sure legs and cabinet are clean. 

. Lift up playboard and check diodes—make sure 


they are secure. 


. Check capacitors—make sure they are secure. 


(Capacitors should be securely on target switches 
and pop bumpers.) 


. Check to see if coils are on tight. Tighten or 


replace flipper coil stop bracket screws. 


. Check all light bulbs. 
. Check and clean score reels (EM) and displays 


(DIGITALS). 


. Check to see if legs are on tight. 
. Check coin chutes with a coin and clean coin - 


chutes. 


. Clean head glass back and front. 

. Clean playfield glass—both sides. 

. Check head bolts—make sure they are tight. 

. Check for damage on cabinet. 

. Check credit switch. 

. Put machine in self-test and check replay score 


levels. 


. Make sure legs are in good shape. 
. Remove debris from inside machine. 
. Check level of machine. 


. Check flipper brake blades and clean and set 


spacing (1/16”) and check insulation. 


. Reset high score. 
. Check sling shot kicker nylon tips. 
. Check plunger assembly—tips, springs, etc., and 


center best as possible. 


that might be worn out. 
. Check for loose wires on flippers. 
. Check for loose wires on coils. 
31. Check for loose wires on brake blades. 
32. Check for loose wires on target reset coils. 
33. Check for loose wires on pop bumper coils. 
. Check flipper button contacts and brackets. 
35. Check for sticky flipper brake blades. 
. Make sure that hole kicker doesn’t drain ball. 
37. Replace cracked flippers. 
. Check all scoring switches by hand. 
. Check to see if tilt pendulum is centered. 
. Play the game to see if all is normal. 


BALLY 


1. Check for capacitors on round targets and pop 
bumper switches. 

2. Check to see if drop targets reset with at least 
1/16” over travel. 


GOTTLIEB 

1. Check diodes on the coils. 

2. The metal backing on flipper brake blades get 
worn. : 

3. Check pop bumper scoring—blades usually 
break. 

4. Check to see if flippers stick. 

5. Rotate rubbers behind drop targets. 


WILLIAMS 
1. Make sure drop targers score and reset banks 
(check horseshoe blades behind targets) (on older 
models). 
2. Tighten power supply wire connectors or solder 
directly to terminals (on older models). 
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COINMAN 


JOHN ESTRIDGE 


increases servicemen’s 


productivity 


John Estridge, who operates Southern Games, 
Inc. in Lewisburg, Tennessee, was a former Play 
Meter Cotnman of the Month. (Play Meter, May 1979, 
p. 8) But his comments on making servicemen more 
efficient are as important today as they were in 1979. 
His system for operation could help you better 
organize your employees. 


Why did you institute a control system for your 
employees? 

We had a big problem in managing our field peo- 
ple. We saw those people about five minutes a day, yet 
we were responsible for their activities and their pro- 
ductivity during the day. Quite candidly, we probably 


had some folks who were giving us a three-hour day, » 


and we would have folks who would get lost for a 
couple of hours. What happens with things like this is 
not only do you lose that employee’s productivity, but 
you also start to have morale problems that will tend to 
permeate the entire organization. And there’s another 
point. I think, basically, an employee wants to feel that 
he’s doing a good job, that he knows he’s doing a good 
job, and that the boss knows he’s doing a good job. 
Also, I got concerned with location profitability. 


How were you operating before you instituted the 
control system? 

We were operating like most routes are probably 
still operating. That is, we had the basic company 
philosophy that everybody is responsible for every- 
thing. But the problem with that is nobody is respon- 
sible for anything. So whena service call came in, we'd 
send a guy out, and he would either fix the machine or 
not fix it. If he didn’t fix it, it came back as a second 
complaint, and the chances were pretty good that it 
would be another guy who would be sent out. So it 
might be a week, or two or three calls before the 
machine was ever fixed. And it was very hard to hold 
anyone accountable. 
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Under the new system, how do you hold servicemen 
accountable for their duties? 

Well, the collection ticket, for one thing, is a full 
82" x 11” ticket rather than the little pad we used to 
carry in our pockets. At the bottom of the ticket there 
are several lines for comments. That’s where the 
collector can write in location complaints, record 
requests, etc. And these action requests are monitored 
the first thing in the morning. 

For example, if the collector shows up and the 
cue rack is about to fall off the wall, what the guy does 
now is he documents it on his collection ticket. Then, 
if there is an action request, the girl in the office fills 
out an action request form on that location and 
forwards that to the service manager who, in turn, 
assigns it to a serviceman to see that it’s done the next 
day. That way the serviceman is held accountable 
because he signs that he’s done the work and sends the 
form back where it is matched off against the original 
action request. 

What this process does is delegate the responsi- 
bility of answering that location’s action request to a 
specific person, and that person is then held account- 
able for the work. The key to the whole system is that 
everybody knows what his job is and what his job is 
not. 


Each serviceman is assigned a block of machines? 

Each serviceman is assigned a block of machines, 
and it is his responsibility to keep those machines 
clean, keep the lightbulbs in them, and to respond to 
the service calls on them. 

Now, let me tell you this because it will show you 
how the servicemen respond to having their own 
block of machines. We instituted a policy whereby the 
servicemen rotate weekends off with each other. So 
what happens is if someone catches a call on someone 
else’s route on Saturday, for instance, the serviceman. 
whose route it is will review that work—on his own— 
to see what his backup man did to his machine. It’s not 
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uncommon for the guy to shoot out there first thing 
Monday morning to double-check what the guy did to 
the machines on his route because he’s the one who's 
held accountable for the calls, the callbacks, the clean- 
liness, and customer's satisfaction. 


Do you have ways of assessing your servicemen’s 
performance? 

Yes, the serviceman has two forms that he fills 
out for us. He has a daily activity report that is on a 
clipboard in his car and a service pad that is in his tool 
box. At the top of the daily activity report (the form in 
his car), the serviceman writes in his mileage and his 
planned stops for the day. When he leaves the office, 
he’s given a list of accounts to do preventative 
maintenance on, and if there are any action requests 
they are also listed on his plans for the day. 

About midway down the page, there are several 
columns for the customer's number, the serviceman’s 
arrival time at that location, the arrival mileage when 
he got there (according to the speedometer), and the 
service number. This form takes about 20 seconds to 
fill out, and it accounts for all your vehicle’s mileage 
and time spent in transit. 

Then, when the serviceman goes into the loca- 
tion, he tries to find out from the location what exactly 
is malfunctioning. After that, he'll go to the machine 


and 18 minutes from the time they finally buttoned up 
the machine until they finally logged their vehicle in 
motion (because on the clipboard is a place where they 
log in the time when they left the location). So if a guy 
is supposed to be taking 12 to 15 calls per day but he’s 
losing 15 to 18 minutes after he’s finished with each 
spot, it doesn't make any sense. But, with these forms, 
all this lost time falls right out. Now, this is the basic 
information that we use for our information in our 
office to compile the servicemen’s weekly scoresheet. 


What is included in the serviceman’s scoresheet? 

It includes the number of service calls in a week. 
And on that, depending upon the number of machines, 
types of machines, etc. the serviceman and the service 
manager will together agree on a goal. Say ona parti- 
cular route, the goal may be 15 calls. If the service- 
man’s actual number of calls for the week comes in at 
10 to 12, he would get a check in the excellent column. 
If it comes in at goal, which in this case is 15 calls, his 
rating would be good. Over that would be fair. And if 
it's around 20 calls, it’s poor. Typically a guy will run 
between 15 and 20 calls per week. 

Now each serviceman will once a week take a few 
minutes and review each of his service calls the 
previous week with the service manager. And if there 
are any of those calls that the two of them don't feel 


“We had the basic company philosophy that everybody is responsible for 
everything. But the problem with that is nobody is responsible for anything.” 


and open his tool box, and in there is the second form, 
the service pad. On the service pad he'll list his name, 
the name of the machine, the serial number, and the 
start time (which is the actual start time on that 
machine). 

Once he does that, he observes the symptoms of 
the machine in his troubleshooting and writes that 
down in a column marked “Symptoms Observed.” 
Then he’ll take corrective action and write what that 
was in a column marked “Corrective Action.” If he 
makes two or three fixes, he'll have two or three 
symptoms observed at the top and two or three fixes 
at the bottom. The first corrective action goes with the 
first symptom observed, and so on. He also lists what 
parts are used. Then he'll play the machine to see that 
it’s fine. (There’s a place at the top of the page where 
he recorded the three meter readings when he opened 
the door, and after playing the machine to check it out, 
he’ll put in the final readings.) That form 1s a carbon, 
and the carbon is put into the machine so that the 
collector will have it when he shows up (for the meter 
readings). And the original comes into the office. And 
on that form he has the finished time, which is the 
finished time on that particular machine. 

Having them write down their times has also 
helped our employee efficiency. What we found was 
that many times our people would average between 10 
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comfortable with—for instance, the fix doesn't fit 
with the symptom observed—we don't wait until 
Saturday when the machine breaks down again. The 
service manager gives him an action request, and 
many times the service manager will actually go with 
him to make sure the machine was fixed. 

When you first put this in, there’s a lot of going 
back. But as it turns out, this is probably the best thing 
for improving the ability of a serviceman that we have 
come up with. Another row on the scoresheet is 
devoted to callbacks. A callback is defined as a call on 
the same machine within a seven-day period. You 
can't realistically expect that to be zero. For instance, 
you may burn up a coil in a game and two days later 
you can get a call that the coin slots are stopped up. But 
you don’t expect your callbacks to be up around 30 
percent of the serviceman’s total calls. 

As far as callbacks, we typically set that goal at 10 
percent of the total calls. And that’s a real quality 
check of how well the guy is doing when he’s ona call. 
Does he look around to see if a couple of things are 
about to fall off the machine? As I said, the goal is set 
at 10 percent, but we'll have guys who'll run typically 
at 7 or 8 percent. But when we first put this in, some of 
the routes were running as high as 50 percent. Then 
there’s also a row on the serviceman’s weekly score- 
sheet for preventative maintenance. * 
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When should you 


call the police? 


If you've been redeeming ‘free 
token” coupons in your arcade and 
having problems with players who 
you think are trying to con a few 
extra tokens out of you, try arresting 
them. That'll get rid of the problem, 
along with the players. 

If this sounds like an extreme 
solution, it 1s. 1 know firsthand that 
it works, though, because I was 
nearly arrested in an arcade recently, 
and you can bet I'll never go back 
there. 

I had gone to an arcade in Akron, 
Ohio, with some friends for a relax- 
ing Wednesday evening. I had never 
been in this arcade before, so I 
brought along my “Free Game Club” 
card for the arcade chain, good for 
two free tokens. 

I got the card from one of the 


chain's investors whom | had inter-. 


viewed a few months earlier for a 
Play Meter feature. The card had no 
expiration date, so I didn’t see any 
problem with using it. 

When I handed my card to the 
attendant, he asked me to wait a 
minute while he checked something. 
He went into the office, where I saw 
him on the phone. 

After a few minutes, I got tired of 
waiting. I had just started a game of 
Centipede whan a policeman tapped 
me on the shoulder and pulled me 
aside, demanding to know where I 


got the card. 


Check explanation 

While my friends stared in aston- 
ishment as the officer took the 
handcuffs off his belt, I told him 
where the card came from. Although 
he didn’t seem to believe my expla- 
nation (probably because the atten- 
dant had never heard of Play Meter), 
he generously agreed not to take me 
in as long as I gave him my driver's 
license with my address and tele- 
phone number so he could check out 
my story. 

The policeman explained that 
some of these cards had been stolen 
a few months earlier, and the “hot” 
cards hadn't turned up yet. 

I was insulted and left immedi- 
ately. And I wouldn't go back there 
even if it was the only arcade around. 
Treating a player this way is 
inexcusable. 

A few days later I called the presi- 
dent of the arcade chain for his 
reaction. He apologized for what 
happened, adding that his attendant 
never even bothered reporting the 
incident to the arcade manager. 

“They (attendants) are only sup- 
posed to call a policeman if there’s 
absolute proof that something's 
going on,’ he said. 

He said the attendant may have 
Overreacted because a couple of 


weeks earlier, 2,000 tokens were 
stolen from one of the chain's 
arcades. He added that the thief, a 
former employee, was caught when 
he tried selling the tokens to a 
church for a penny apiece. 


Be sure 

But for whatever reason, calling 
the police about a player should be 
done only if you are absolutely cer- 
tain a crime has been committed. 
Not only will you lose the player you 
accuse, you ll probably also intimi- 
date others in the arcade as well. 


Police are a vital part of your 
arcade operation, particularly on 
crowded Friday and Saturday nights 
when they are a deterrent simply by 
being there. Having a uniformed 
officer watching over things can 
prevent problems before they start. 


It’s important to show the com- 
munity that your arcade is respect- 
able by having an officer around. But 
if that policeman is perceived as 
having too much power (especially 
if your arcade has a lot of teenage 
players), you'll lose business. 


Taking care that players arent 
abusing your business is important, 
but keeping the players’ respect is 
equally important. The arcade in 
Akron, Ohio, has lost my respect— 
and my business. e 
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LEGAL HINTS 


Interest rates may be 
higher than you think 


By Harold |. Gould and Laurence D. Merritt 


The way to turn a profit is to buy 
and sell right. One big consideration 
in buying right is the cost of the 
money used to make the purchase. 

If you place an order for a piece of 
equipment priced at $2,000 and you 
write a check for it on the spot, has it 
really cost you $2,000? 

Suppose you are able to buy on 
open account. This means you have 
credit. You do not have to pay right 
away. You might get an invoice that 
has something like this on it: 
“Terms — 2/10 N 30.” That means 
if you pay within 10 days you get to 
take a 2 percent discount; otherwise, 
you must pay within 30 days. Some 
businesses have made a great deal of 
money by taking advantage of the 
discount. They avoid paying 2 per- 
cent for a 20-day loan. 

In the first example, we talked 
about paying in advance. It does cost 
you more to purchase that way than 
if you were buying on open account 
with 30-day billing. Actually you are 
loaning your money to a distributor. 
If you didn’t have to pay until 30 
days after receipt of merchandise, 
you could at least have kept your 
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money in a savings account and 
earned interest on it. 

Let’s say you are in the market for 
five pieces of equipment, each of 
which has a price of $2,000. How 
much will it cost you to buy them? 
With a 2 percent discount, it will 
cost you $9,800. With 30-day billing, 
it costs you $10,000. If you pay 
cash in advance, it costs you even 
more. But suppose you don’t have 
the cash to pay for everything now. 
You want to finance the purchase 
and pay for everything in equal 
installments over five years. How 
much is that going to cost you? 

Suppose the distributor says that 
he will charge you only 10 percent 
interest. This is where things get a 
little bit complicated. Your question 
to the distributor here should be: 
“What kind of interest?” Depending 
upon his answer, this 10 percent 
interest could range anywhere from 
about $2,750 to about $5,500 over 
five years. Actually, the distributor’s 
10 percent could run as high as 18.8 
percent. Does that sound like 
double-talk? How can 10 percent 
equal 18.8 percent? Here’s how: 


Simple interest 

The best kind of interest is simple 
interest. That means you pay interest 
only on the money borrowed for 
only the amount of time you have 
borrowed it. On a 10 percent loan, 
the monthly interest is only 1/12th 
of 10 percent or .00833 per month. 
On a $10,000 loan, the interest for 
the first month would be $83.33. 
Every month after that, for a fully 
amortized loan, the amount of 
interest reduces. 

If the loan ts fully amortized over 
five years, that just means that 
someone has figured out, in advance, 
how much you will have to pay, 
every month, to pay off the loan and 
the interest in equal installments 
over five years. For a loan of $10,000 
at 10 percent fully amortized over 
five years, the monthly payments. 
will be $212.47. If you multiply that 
by 60 you get a total of $12,748.20. 
Subtract the $10,000 loan and you 
get the total interest which is 
$2,748.20. The annual percentage 
rate is truly 10 percent. 

Suppose, however, that the dis- 
tributor says he has to tack on an 
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administrative fee of “five points’ 
for financing. Now you are going to 
have to pay back $10,500 for a loan 
of $10,000. Monthly payments on 
this at 10 percent, fully amortized 
over five years, will be $223.09— 
times 60, this amounts to $13,385.40. 
The annual percentage rate on this 
supposed 10 percent loan has sud- 
denly become 12.13 percent. 

Let's take another example. Sup- 
pose the distributor says he will 
charge you only 10 percent “add on” 
interest. What does that mean? 
Here is how it works: 10 percent of 
$10,000 is $1,000. Since it will take 
you five years to pay off the loan you 
just multiply the $1,000 times five 
and that gives you a total interest 
figure of $5,000. You add that to the 
$10,000 loan. Now you have $15,000 
to pay off over 60 months. Your 
monthly payment ($15,000 divided 
by 60) amounts to $250. The annual 
percentage rate has jumped from 10 
percent to 17.27 percent. 

The next example is where the 
distributor tacks on a five point 
administration fee for financing on 
top of the 10 percent “add on” 
interest. Now you have $15,500 to 
pay off in 60 equal installments of 
$258.33. The total amount of inter- 
est to be paid is $5,500. The annual 
percentage rate has jumped to 18.8 
percent per annum. 

That’s how 10 percent can equal 
18.8 percent. 

When two competing salesmen 
offer to sell you a product, one with 
10 percent and the other with 11 
percent financing, ask questions. 
The 11 percent may actually cost you 
less than the 10 percent. e 


The law firm of Gould & Merritt 
1s located at 1888 Century Park East, 
6th Floor, Los Angeles, California 
90067. Telephone: 213/552-9364. 
Mr. Gould has served as a Judge Pro 
Tem of both the Los Angeles and 
the Beverly Hills Municipal Courts. 

Mr. Merritt has served as a Court 
Mediator for and on the Panel of 


PEACH STATE 
Distributing ©. 


For 31 years The Dependable Supplier to the Coin Machine Industry, 


with Quality Parts and Supplies at the Lowest Possible Prices. For. . - 
e VIDEO ...e INTEGRATED CIRCUITS ... e PHONOGRAPH 
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“We Guarantee Satisfactory Service” 
PARTS CATALOG AVAILABLE UPON REQUEST. 


PARTS DIVISION ...1040 Boulevard S.E. 
Atlanta, Georgia 30312 


Phone 404-629-4401 


Save Yourself Some 
Trouble... 


by subscribing to StarxTech Journal, the 
technical monthly designed for the distri- 
butor and operator of coin-operated 
electronic amusement machines. 


Your first issue sends you on your way to 
building a reference library tailored to 
your needs as a technician/mechanic. 


You get troubleshooting tips and tech- 
niques, equipment modifications and 
theory, plus general service news on 

videos, electronic pins, phonographs 

and more. Information that saves you 
time, money, and trouble in the shop 
or in the field. You’ll use what you: 


read in every issue. 
Make StarxTech Journal part of 
your responsibility when servicing a 
this industry's specialized elec- eos 

wr Comverion kit yy 
Subscribe now! SS 
Fill out and mail the form below orcall 609/662-3432. 


tronic systems. 


Mail to: StarxTech Journal, PO Box 1065, Merchantville, NJ 08109 
INITIATE MY SUBSCRIPTION TO STAR*TECH JOURNAL 


Toll Free Phone... 1-800-241-1346 (except in Georgia) 


O USA-1yr. (12 issues)-$56 O Canada-1yr. (12 issues)-$ 63 O OtherCountries-1 yr. (12 issues)-$ 98 
0 USA-2 yrs. (24 issues)-$98 O Canada-2 yrs. (24 issues)-$110 O Other Countries-2 yrs. (24 issues)-$172 


O Payment enclosed OD Bill me later 


Arbitrators of the Los Angeles 
Superior Court. 

If you have any legal problems or 
questions about your business, please 
contact Gould & Merritt. They will 
respond to you directly. 
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CRITIC'S 
CORNER :::: 


‘Tapper features strong 
graphics, sound effects 


Anyone who assumed that laser 
discs would single-handedly and 
immediately turn the industry 
around, doesn’t understand that 
there isn't, and never will be, one 
solution to industry problems. Basic 
principles of game design and play 
value must always come first no 
matter what the technology. That's 
the fundamental lesson which 
should have been learned from the 
successes and failures over the past 
five-plus decades. 

Another factor which desperately 
needs to be recognized is that each 
step ahead 1s much harder to accom- 
plish. It might have been one thing to 
change an electromechanical indus- 
try into a solid-state industry, but 
even this transformation didn’t 
happen overnight, lasting more 
years than many might remember. 

The surprise regarding where the 
industry stands is that, for all the 
supposed sophistication most would 
like to believe exists in the new 
structure of the business, in practice 
its image falls short of the mark. In 
fact, in terms of product develop- 
ment, there is a dichotomy between 
efforts which exemplify the staples 
of a past era (such as_ pinball 
machines, gun games, and other 
novelty inspired designs), and the 
Innovative attempts to break away 
from the norm. 

It is a situation which ts at cross 
purposes, yet both directions are 
valid as a reflection of just how 
expansive and diversified this indus- 
try must be now and in the future. 
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Problems arise when the industry 
takes a self-righteous and inflexible 
stance that eliminates the possibility 
that alternative ideas have little or 
no value. 

The perfect example is the 
general negative view of laser disc 
games. With so many rushed to 
market, well before they should 
have been, it has been judged that 
this format is over and done with. 
No one looks closely at the real 
reasons for the failure, which lie less 
with the technology and more with 
the way it has been under-utilized 
and not fully understood. Game play 
is the key and whether the machine 
is laser-based or conventional the 


ingredients have to be there to 
deliver earnings. 

For now, however, the industry is 
expertencing a profound shift away 
from what has become the normal 
Operating business practice. The 
best proof of this can be found in the 
products themselves. But, we pro- 
bably won't see anything really dra- 
matic until AMOA or just before, if 
at all, depending upon market con- 
ditions. | 

To say that we're entering critical 
times is an understatement—to say 
the least. What is certain is that © 
come this fall, the entire structure 
and complexion of coin-op is guar- 
anteed to be very different. 

The only good which comes out of 
times like these is that players bene- 
fit. The quality of games usually 
improves, and there is a: wider 
variety of equipment to choose from 
as manufacturers become more 
Open to new ideas fer game design. 
I'd like to think thatthe best is yet to 
come. In faet, some of the latest 
games introduced at the spring 
shows have potential, with many 
already beginning to earn a reputa- 
tion as initial shipments hit the 
streets. 


Bally Midway's Tapper 
Coming at a time when the indus- 
try has begun to increasingly look at 
the positioning of specific equip- 
ment for specific locations, Bally 
Midway has convincingly established 
a potential niche for this piece. Its 
clever commercial tie-in gives it 
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instant recognizability. 

Play: With a little tapper lever 
and a joystick, players get to control 
the actions of a bartender who looks 
a bit like Beefsteak Charlie complete 
with moustache and center-parted 
hair. There are four screen scenes. 
The first screen takes place in the 
old West, the next features 30 jocks, 
then punk rockers, and, last, crea- 
tures from outer space who want 
some suds. 

The bartender’s objective is to 
serve patrons who appear at the 
ends of four long bars. Players must 
fill up glasses with. beer and then 
slide them down the bar and do so 
before any patron gets to the end of 
the bar. Pushing down a beer when 
no one is there will cost a life and, as 
the action progresses, there are 
empty mugs to get as well as tips. 
Everything speeds up making 
Tapper a fast-paced game since 
there's also a need for the player to 
develop a rhythm. 

After every second screen, there’s 
a cute interlude which is almost like 
a commercial for Budweiser, the 
prominent brand that’s throughout 
Tapper. In this bonus round, the 
bartender is faced with six cans of 
beer. Five of the cans get shaken up 
as the familiar. commercial jingle 
plays in the background. Then all 
the cans are moved around—like the 
old shell games—until it’s time to 
pick the one can that hasn't been 
shaken. Pick the right can and get a 
special bonus; otherwise, it’s a beer 
bath and back to the game. 


Analysis: Tapper is a game of . 


concentration. Players have to time 
the movements of the patrons in 
order to get the bartender into the 
best position to serve brews and also 
to pick up empty glasses. The big 
challenge is in getting down the 
control of the bartender via the joy- 
stick and then planning ahead for 
the next move. 

Graphics: Bally Midway is using 
its MCR III Computer Logic System, 
and the result is some very strong 
graphics on every screen. The 
patrons are well-rendered and have 
their own personalities. And the 
antics of the bartender, whether 
serving or kicking up his heels after 
downing a long cool one, are very 
imaginative afid entertaining. In 
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addition, Tapper has some good 
sound effects, not to mention that 


| Bud musical accompaniment we all 


know. A standout cabinet, complete 
with a tavern-inspired foot rest for 
players, rounds out the package. 

Pros & Cons: Developed for an 
adult audience, Tapper seems like a 
natural for that college bar or the 
local swinging singles spots since it 
offers action that should find a 
female audience in addition to a 
male audience. In fact, the game 
looks to have everything going for 
it, from the graphics and other cos- 
metic touches, to play action that is 
simple enough to understand, yet 
difficult enough to pose a challenge. 
No doubt Bally Midway is going to 
get a great deal of mileage out of the 
Budweiser tie-in, which might even 
lead to future collaborations between 
coin-op manufacturers and com- 
panies from other industries. 

Bally Midway has also come out 
with another, more “G” rated ver- 
sion, called Root Beer Tapper for 
the rest of the video game players. 
Play doesn't suffer in the translation. 

Rating: What I like about Tapper 
is its built-in competitive attraction, 
although playing alone can be just as 
enjoyable. This looks to be a solid 
entry for Bally Midway over the next 
few months and we'll go with a sup- 
portive ##HY. 


Nintendo’s Punch Out!! 
Play: Led by the interest and 
excitement generated by Konami/ 
Centuri’s Track & Field, the industry 
has turned an eye to the world of 
sports and more physically involv- 
ing video games. Punch Out!! brings 
all the excitement of the old Friday 
night fights to life with a challenge 
of player vs. machine. Using a four- 


way joystick to bob and weave as’ 


well as dodge blows, along with two 
action buttons for throwing left and 
right punches and another special 
button for delivering a timely 
knockout punch, Punch Out!! fea- 
tures players going up against an 
array of challengers. 

On screen, players can see through 
their fighter as he goes against the 
World Video Boxing Association's 
top ranked contenders for the title. 
There are six, beginning with ninth 
ranked Glass Joe and ending up with 


WHAC-A-MOLE 


Everyone loves 
Whac-A-Mole! 


Customers love to play 
and you'll love the way 
it pays. Call us and 
let us tell you more. 


Bob’s Space Racers, Inc. 
427 15th Street 

Daytona Beach, Florida 32017 

Telephone: 904-677-0761 


Manufactured in the U.S.A. 
Makers of amusement games since 1970 


SPECIAL NOTICE 
purchase your used equipment from 


NEW ORLEANS NOVELTY CO. 


In business for 50 years! 
International reputation for selling the 
finest used videos, flippers, & amusement 
games available anywhere. 


EACH & EVERY GAME BEAUTIFULLY 
REFINISHED LIKE NEW BY EXPERTS 
All games authentic legal factory models 
GET ON OUR MAILING LIST FOR OUR 
LATEST PRICE BULLETINS OR CALL 
Rose, Eddie, or Jean for latest prices 
3030 No. Arnoult Road 
Metairie, LA 70002 * 504/888-3500 


») 
2°, TOKENS 
CLOSE-OUTS 
MIXED DESIGNS 
* ALL SIZES * 


SUPER SAVINGS 


Phone Collect 


606-231-7100 
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the reigning champion, Mr. Sand- 
man. There is a limited amount of 
time for each bout. If the player gets 
knocked out or loses the bout, the 
game will end. 

Punch Out!! provides an on-screen 
power meter as a visual aid which 
shows how close a player ts to scor- 
ing a possible knockout. In addition, 
a status meter indicates who has the 
advantage during the battle. Al- 
though, for the most part, the game 
is played in order to get past the 
most opponents, there is scoring 
which is tied into the action, as well 
as special bonus amounts based 
upon how quickly a player can score 
a knockout. 

Analysis: The appeal of Punch 
Out!! is its demanding play action. 
This isn’t a game where a player can 
passively press a button or two and 
survive for very long. More intensity 
is needed, not to mention strategy as 
players move up the ladder against 
more capable competition. There's 


the challenge of mastering the | 


movements of the fighter, side to 
side, as a way to keep away from 
punches, but also the strategy of 
going on the offense and throwing 
combinations in order to win. 

Punch Out!! is a very grueling 
game. It’s physically tiring to con- 
tinuously press two buttons and 
move the joystick. 

Graphics: I think the Nintendo 
package is just this side of sensa- 
tional and it deserves credit for 
accomplishment. There's excep- 
tional use of two monitors—one as a 
display of the fighters along with 
scoring and a timer; the other, the 
actual screen for the action. Graphi- 
cally, Punch Out!! is wonderful, with 
very colorful and detailed images 
down to the referee and even a back- 
ground crowd where one might find 


Mah 


The Henry W.T. Mali & Co., Inc. 
257 Park Ave. South 
New York, N.Y. 10010 
Order Dept.: 800-223-6468 
N.Y. 212-475-4960 
TWX 710-581-5522 


Call Toll Free: (800) 223-6468 
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some familiar faces from past 
Nintendo hits. 

The perspective of being behind 
the fighter is a great first person 
execution which is enhanced by the 
imaginative and ingenious use of an 
“outlined” image so that players can 
see through their on-screen fighter. 
In addition, there are the effects 
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when a fighter goes down. He some- 
times spins around after he gets hit 
and lands flat on his face. As the 
referee begins his count, one can 
only hope that the opponent won't 
struggle back up for more. 

The action and the drama are all 
there and Nintendo hasn't missed a 
trick, especially in its use of speech 
to introduce each fighter, announce 
the winner of a bout, and call out 


'punches. There’s also a nice touch 


when the fighter verbally taunts the 
player to come and get him. 

Pros & Cons: There is the 
tendency to become a bit tired from 
playing Punch Out!!, but I don’t see 
this as a detriment to the hard-core 
player. Sometimes the response 
time to a punch or a movement away 
from an incoming blow is a bit slug- 
gish, but it’s not such a major pro- 
blem that it will detract from the 


‘playability of the game. 


From the choice and use of the 
controls to the excellent graphics 


and sound effects, along with the 


vocals, Punch Out!! delivers solid 
action that’s fun to play and enter- 
taining to watch. In fact, I've come 
across a couple of locations which 
have moved an extra monitor over 
on top of the game for spectators to 
watch the bouts. 

Rating: I am quite impressed by 
Punch Out!!. It looks to have all the 
qualities of one of those games that 
stands out from the crowd and 
establishes its own following. Punch 
Out!! has the ability to bring out 
crowd reaction, such as spectators 
trying to tell a player what to do and 
what to throw. 

For a ringside seat that’s worth 
the price of admission, even with a 
50-cent price and a quarter buy-in 
which I’ve seen around New York, 
this effort from Nintendo seems to 
be worth the investment. I'll throw 
out a solid ####, and I feel that 
Punch Out!! has the potential to 
remain a popular attraction for the 
long haul. Based on all the effort and 
work which must have gone into the 
creation of Punch Out!!, any success 
will be well deserved and will be 
positive reinforcement for the 
development of future games that 
deliver a little bit more for the 
money. 


Billiard Cloth 
#824—Plain, #924—Rubberbacked 
Fast-Playing, Long-Wearing cloth for 


coin-op tables. 


Available through your distributor. 
Write or call for color card. 
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From the choice and use of the controls to the excellent graphics and 
sound effects, Punch Out!! delivers solid action that’s fun to play. 


Gottlieb’s Jacks to Open 

When Gottlieb initially released 
Jacks Open as a single-player elec- 
tromechanical pinball in 1977, the 
game drew some very strong num- 
bers at locations everywhere. Many 
waited for the company to unveil 
multi-player models of the machine 
which had been a common practice 
of Gottlieb for many years. 

It only took seven years and a new 
technology, but the familiar layout 
has returned without a great deal of 
change compared to the original 
edition. 

Playfield: Four center-spaced 
lanes, with openings on the left and 
right, begin the action and are tied 
intO appropriate suits (diamonds, 
spades, clubs, and hearts). In addi- 
tion, these top lanes are keyed into 
other lanes on the board providing 
potentially increased scoring values. 
Move down and there are three 
evenly spaced thumper bumpers for 
some top rebounding action: But it’s 
the next feature which is the heart 
and soul of Jacks to Open, as wellasa 
number of earlier Gottlieb hits such 
as Jack in the Box and King Pin. 

Sitting in the center of the field is 
a long bank of nine drop targets 
with each keyed into a specific card 
that makes up the basis for the out- 
hole bonus point values. From left to 
right, there’s a red ace of hearts 
followed by a king of spades and a 
king of hearts, three queens— 
spades, hearts and clubs—jack of 
hearts and spades and, finally, the 10 
of hearts. 

Over on the sides, at midfield, are 
two short lanes, while the bottom 
offers other lanes and a post for 
some nudging of the ball over to the 
flippers, rather than down and out. 

There are also shorter, inner lanes 
and, to add more hope for a straight 
draining ball, a center post between 
the flippers. 

Analysis: Jacks to Open is a very 
straightforward, no-frills, build-up 
game. Players must get out the top 
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lanes, then work on the drop targets. 
We have a precise shooter’s game. 
Players have to start by knocking 
down the two jacks with any other 
targets hit meaning points and 
nothing more. A full array of lights 
and artwork on the board provide 


the combinations of targets (“‘cards’’) 


which follow. 

There are three queens next, after 
which the same three queens must 
be hit as well as the two kings for a 
full house. Finally, there’s the royal 
flush of red targets, which is the last 
arrangement in the game. It can 
mean an extra ball and a possible 
special. Before this point, any 
remaining targets left standing in 
the bank are really only there for 
window dressing. Once a player can 
accomplish the necessary sequence 
of targets, the bank resets and the lit 
value on the board moves up to the 
next “hand.” It is only when the 
player gets to the last royal flush 
that the corresponding five red 
targets appear by themselves, wait- 
ing to be hit. 

Given the layout of the board, 


Jacks to Open is a true flipper-based 
game. The targets can only be gotten 
down via the placement of shots off 
the flippers since there’s really very 
little additional movement provided 
from the playfield. The thumper 
bumper area is essentially closed off 
from the rest of the game and, once a 
ball passes down from this point, it’s 
very difficult to get back up and 
around the target bank. 

Graphics: The regally decked 
out jack of spades is the dominant 
character on the backglass, popping 
out in an example of pinball-stylized 
artwork reminiscent from days gone 
by. The colors are bright, and the 
background music makes for a very 
nice cosmetic treatment. Jacks to 
Open is fundamental pinball that’s 
been packaged so that everything 
blends together. 

Play: The seven-digit scoring 
displays of the game can get a work- 
out depending upon the quality and 
caliber of the players at a location. 
The action and scoring potential 
build from one turn to the next. 
Everything a player does previous to 
a given point will have a bearing on 
how well he can do for the remainder 
of the game. Unfortunately, once a 
player has reached the royal flush 
stage and gone beyond it, the game 
stays very much the same with the 
five targets reappearing time and 
time again. , 

Anyway, on three-ball, extra ball 
play, you should be able to balance 
off the good and bad players with a 
first limit of about 600,000 points 
and a second level at about 1,200,000 
points. On replay, you might want to 
increase this by about 200,000 
points each, taking into account your 
percentaging and the game’s earn- 
ings. 

Pros & Cons: When Jacks Open 
first appeared on the scene, I liked 
the action and what I felt was the 
purity and simplicity of the design. 
Many of the games from this era 
were symmetrically laid out and 
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the emphasis was always on high 
skilled play since pinball was 
enjoying a considerable degree of 
popularity. However, in this market- 
place, how many of the hard-core 
players remain is anyone's guess, 
and Jacks to Open demands some 
precise shot placements to be even 
reasonably satisfying. 

The problem I have is that Jacks 
to Open can be repetitive in its play. 
There are limitations in addition to 
the lack of spontaneous ball move- 
ment on the playfield, due to 
rebounding rubbers on the bottom 
near the flippers and a wide open 
board where there's nothing more 
than a roll down to the flippers and 
than a “send-back-up” which only 
gets repeated. It might have been a 
nice touch to recycle the targets once 
the sequence has been made up to 
the award of the special. There 
really are only six drop target 
sequences to get through before this 
point and then it’s just more of the 

same, again and again. 

If memory would have allowed, 
Jacks to Open could have been 
dynamically expanded, without 
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losing the essence of the game. 

I wouldn't change the layout, only 
embellish the programming. I 
would have reduced and moved over 
the array of cards and lights at mid- 
field to the left or right of center, 
giving me room to do another series 
of “hands” for players to get once 
they've gone through to the end of 
the royal flush, five drop target 
scenario. I would have held over the 
collective values of these five dis- 
plays in a special bonus before 
beginning a new sequence where, 
perhaps, players might have needed 
to get out all three queens as the 
starting point. This could have been 
followed by two pair, say, jacks and 
kings and then kings and two of the 
queens, before returning to the royal 
flush finale. The game wouldn't 
grow so Stale so quickly with a bit 
more drop target selection and com- 
bination of available cards. 

Rating: Despite my previous 
comments, I have heard that Jacks to 
Open has been very well received, 
especially in Europe. This isn’t sur- 
prising given that players abroad 
have never abandoned pinball even 


“Frank’s Cranks” Service Tips 


Company 


Problem/Symptom = ————___——————————————————————————————— 


My Solution 


Return to Frank “The Crank” Seninsky, Alpha-Omega Amusement Inc., 
3 Coral Street, Edison, New Jersey 08837. 


Frank Seninsky and Play Meter are sponsoring a contest to find the best service tips for our readers. 


Each review will feature the two top service tips received. From the 40 chosen during the year, the 
authors of the best three responses (most helpful and most ingenious) will receive a free one-year 
subscription to Play Meter magazine. 


SLAL oem HHH a 4 at 4 at 


when video was blasting everything 
in sight. Domestically, however, the 
situation could be quite different 
since the game lacks the kind of 
pizzazz that made, for example, 
Firepower II such a successful entry. 

As an unassuming addition to a 
college market location, bar, or 
Inner city operation, Jacks to Open 
could prove to be a solid attraction. ° 
Elsewhere, my feelings are mixed 
because you need pinball players for 
this effort to gain dedicated appeal. 
And, although pinball has expert- 
enced a major comeback over the 
past six to nine months, I don't 
know how pervasive this is so that — 
games like Jacks to Open can be 
appreciated. 

For this returning favorite of the 
pinball wars, I can’t help but wonder 
if totally redoing an old playfield, 
without modifying it to take full 
advantage of the new technology, 
doesn't result in a game that shows 
its age and suffers in the process. For 
Jacks to Open, I'm torn by the 
potential the design offered and 
what was done. We'll go with a 
tempered ##'. e 


He 


PLAY METER, August 1, 1984 


ARE 

YOU 
READING 
SOMEONE 
ELSE’S 
COPY? 


Subscription Line: 


504/837-7987 


Yes! | want to receive every issue of Play Meter. Please enter my subscription as shown below: 


O Payment enclosed 


QO Bill my company O Bill me 


United States & 


Canada O 1 year (24 issues) $ 50 O 2 years (48 issues) $90 © 3 years (72 issues) $120 
Foreign (via air) O 1 year (24 issues) $150 


Mr. O 


Ms. 0 Name 
Signature Date 
ieee ee ee Title 
City. eee Company 
Gage. -- °° ee Zip Check One 


O Manufacturer 
O Distributor 
O Route Operator 


O Arcade Operator 
O Support & Supply 
O Technician 


Charge my O Visa O MasterCard 


Card No. Card Expire Date O Other 
This offer effective through DE, \f MEY B 
December 1984. 
©00000008008008060000000000080808000608000080 
MAGAZINE 


Yes! | want to receive every issue of Play Meter. Please enter my subscription as shown below: 


O Payment enclosed O Bill my company O Bill me 


United States & 


Canada O 1 year (24 issues) $ 50 1) 2 years (48 issues) $90 3 years (72 issues) $120 
Foreign (via air) O 1 year (24 issues) $150 


Mr. 0 
Ms. O Name 
Signature Date 
Street Title 
City Company 
State Zip Check One 


O Manufacturer 
O Distributor 


—______—— __ FJ Route Operator 
Card No. Card Expire Date A Other 


PLAY METER 


©0000 00000OHOCOHHHHHHHHHEHHHEEEEEO 
MAGAZINE 


O Arcade Operator 
O Support & Supply 
O Technician 


Charge my O Visa O MasterCard 


This offer effective through 
December 1984. 


Yes! | want to receive every issue of Play Meter. Please enter my subscription as shown below: 


O Payment enclosed O Bill my company 0 Bill me 


United States & 
Canada O 1 year (24 issues) $ 50 O 2 years (48 issues) $90 0 3 years (72 issues) $120 
Foreign (via air) O 1 year (24 issues) $150 


Mr. © 
Ms. O Name 
Signature Date 
Street Title 
City Company 
—. . Zip Check One 


C) Manufacturer 
O Distributor 


ic Denies ae erie ee, |) ROME Operator 
Card No. Card Expire Date O Other 


PLAY MEER 


©0000 0OHHHHHHOHHHHHHHHHEHHHHEEHEE®E 
MAGAZINE 


O Arcade Operator 
O Support & Supply 
O Technician 


Charge my O Visa O MasterCard 


This offer effective through 
December 1984. 


NO POSTAGE 
NECESSARY 
IF MAILED 


IN THE 
UNITED STATES 


BUSINESS REPLY CARD 


FIRST-CLASS PERMIT NO. 954 NEW ORLEANS, LA 


POSTAGE WILL BE PAID BY ADDRESSEE 


PLAY METE 


P.O. BOX 24970 
NEW ORLEANS, LA 70184-9988 


NO POSTAGE 
NECESSARY 
IF MAILED 


IN THE 
UNITED STATES 


BUSINESS REPLY CARD 


FIRST-CLASS PERMIT NO. 954 NEW ORLEANS, LA 


POSTAGE WILL BE PAID BY ADDRESSEE 


PLAY MEVE 


P.O. BOX 24970 
NEW ORLEANS, LA 70184-9988 


NO POSTAGE 
NECESSARY 
IF MAILED 


IN THE 
UNITED STATES 


BUSINESS REPLY CARD 


FIRST-CLASS PERMIT NO. 954 NEW ORLEANS, LA 


POSTAGE WILL BE PAID BY ADDRESSEE 


PLAY MEVE 


P.O. BOX 24970 
NEW ORLEANS, LA 70184-9988 


ARE 

YOU 
READING 
SOMEONE 
ELSE’S | 
COPY? 


Subscription Line: 


504/837-7987 


401(k) Plans— 


i AX ij | S By Irving L. Blackman 


A Tax idea Whose Time Has Come 


Imagine a wonderful new tax 
animal that brings financial good- 
will everywhere it goes. Not only 
that, it divides into clones that con- 
tinue the cheer-spreading tax work. 
Sheer fantasy, right? 


Such a tax animal exists, right 
now! And its numbers are growing. 
At this writing, there are only hun- 
dreds of them. But soon, there will 
be thousands. Do they have a name? 
Most people call them ‘Section 
401(k) plans.” 

These plans are more than a tax 
scheme. They allow employers to 
give employees an opportunity to 
invest in a legitimate tax shelter. A 
tax fantasy has become reality. 


In a nutshell, a 401(k) plan allows 
employees to defer a portion of their 
salary into a company-qualified pro- 
fit sharing plan, where it accumu- 
lates tax-free until withdrawn. An 
employee receives an immediate 
income tax savings equal to the 
amount contributed to the plan mul- 
tiplied by his highest tax bracket. 

Joe Smart earns $25,000 per year 


at Speedy Co., which has established 
a 401(k) plan. Under the plan, 
employees can contribute up to 10 
percent of compensation. Joe, who is 
in a 40-percent bracket, contributes 
$2,500 to the plan. Joe’s taxable 
earnings from Speedy for the year 
are $22,500 ($25,000 minus $2,500). 
His income tax savings is $750 
($2,500 x 30 percent). 


Participation in the plan is volun- 
tary. One employee might elect to 
contribute 10 percent of compen- 
sation (like Joe), another, 5 percent, 
and another zero. The law divides 
the employees into two groups: The 
highest paid one-third of the 
employees make up the “Higher- 
paid Group,” and the other employ- 
ees make up the ‘“Lower-paid 
Group.’ A series of rules determine 
the amount that the Higher-paid 
Group can contribute to the plan, 
depending on how much the Lower- 
paid Group contributes. 


The out-of-pocket cost for plan 
contributions can be zero to the 
employer. It is the employee who 


directs a portion of his salary to the 
plan. True, the employer makes the 
payment to the plan on the employ- 
ee’s behalf. But it is the employee's 
money, which the employer would 
have paid to the employee if not for 
the direction to pay the plan instead. 

There are advantages to the 
employee: (1) The limit per indi- 
vidual employee is $30,000 (and a 
$2,000 contribution to an IRA also 
can be made); (2) all amounts con- 
tributed by the employee, plus all 
earnings accumulated, are irrevoc- 
ably vested in the employee at all 
times; (3) a number of investment 
choices, which can be changed 
periodically, are available to each 
employee; (4) the employee can 
borrow from the plan prior to 
withdrawal (withdrawal is per- 
mitted only for retirement, death, 
separation from service, hardship, 
or the employee’s attaining age 
59%); and (5) when the funds are 
withdrawn, the employee is entitled 
to a substantial tax break called 
“Special 10-year averaging” which 
slashes the amount of tax due. ® 


A Tax Trick for Second-Home Owners 


Many business owners get away 
from it all by spending time at their 
second home. Maybe it’s a ski condo, 
beach cottage, or a home in the 
country. Owning a second home is 
the only prop needed to do this tax 
trick. 

You must also remember the 
magic number—14. Proper use of 
the prop and the number can yield 
tax-free income. Here’s how. If you 
rent your second home for 14 days or 


less during the year, none of the 
rental income is subject to tax. So 
speaks Section 280A(g) of the Inter- 
nal Revenue Code. For example, you 
rent your ski condo for six weekends 
during the season at the rate of $400 
(the normal rate for the area) per 
weekend. You can pocket the entire 
$2,400 tax-free. 

Now here’s an advanced form of 
the trick for a second-home owner 
who also is the owner of a closely 


held corporation. The corporation 
uses the condo for those six week- 
ends (12 days) for business pur- 
poses—clients of the corporation 
occupy the premises at no charge 
before or after holding a bona fide 
business meeting with representa- 
tives of your company. The corpora- 
tion pays you the normal $400 rent 
for each use. The corporation gets a 
$2,400 deduction; you get tax-free 
income. Neat! e 
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Taxpayer Travel/Home-Office Victory 


The care and feeding of an auto- 
mobile is expensive. The pain of 
paying can become almost pleasur- 
able when the costs are deductible. 
Two tax rules concerning auto- 
mobiles are engaged in a constant 
tug-of-war: On one hand, travel 
expenses incurred when you are 
engaged in a trade or business are 
clearly deductible; on the other 
hand, commuting expenses are 
clearly not deductible. 

Commuting expenses or not?... 
that is the question. In a Tax Court 


case, the IRS crashed and the tax- 
payer roared on to victory. Here’s 
the story. 

A husband-and-wife team, the 
Wordens, sold insurance on com- 
mission in an area about 100 miles 
from their home. The Wordens 
maintained their office at home 
because their company did not pro- 
vide office space. Each business day 
they traveled by car to visit cus- 
tomers. The IRS agreed that the 
auto expenses were deductible for 
the trips from one customer to 


another but disallowed the expenses 
of getting to or from their sales 
area—about 200 miles daily. Why’?... 
commuting, claimed the IRS. 
Wrong, held the Tax Court. The 
Wordens’ home was also their 
principal place of business. When 
they got up in the morning, they 
were already at work. They did not 
have to get there, which would have 
been commuting. The court allowed 
them to deduct a// of their auto 
expenses (Carl F. Worden Jr., TC 
Memo 1981-366). * 


A Tax-Free Transfer 
of Your Business Is Possible 


The typical closely held business 
was founded and now is run by a 
one-man gang. Let’s call him Joe 
Success. Assume Joe has been in 
business for a long time, is ready to 
retire, and now wants to transfer the 
business to his oldest son Brad. 

Whether Joe ends his business life 
at an early age or procrastinates 
until it is too late, transfer of owner- 
ship is a certainty. It is only a ques- 
tion of when. The more successful 
Joe’s business becomes, the more the 
tax cost of the ultimate transfer. 
Because both income and estate tax 
_rates are graduated, the IRS’ share is 
always on the increase. 

My office continues to see three 
types of tax disasters in business 
transfers. 

1. The transfer is not done 
because the founder cannot find a 
professional who can solve his parti- 
cular problems. The potential tax 
cost continues to mount. 

2. Procrastination. 

3. The transfer has been made. It 
was done wrong from a tax stand- 
point, and the founder or his family 
has been or will be clobbered tax- 
wise. 

Here's a typical set of objectives 


enumerated by business-owning 
clients: 

1. Continue to work until age 60 
(Joe is now 57) when Brad will take 
over. : 

2. Then slow down, but remain 
active in a consulting capacity. 

3. Keep voting control of the 
company until taken to the big busi- 
ness in the sky. 

4. Have a steady flow of income 
after retirement. 

5. Joe’s wife can continue to live 
in the manner to which she ts accus- 
tomed if Joe should die before her. 

6. Joe’s other two children, ages 
27 and 28, who are not involved in 
the business, must receive a fair 
share of Joe’s estate. 

7. None of the family’s real estate 
or business assets should be sold to 
pay death taxes. 

You are now ready to start formu- 
lating a transfer plan. 

Two common methods of imple- 
menting the plan are (1) a sale of 
Joe’s stock to Brad or (2) a redemp- 
tion (the corporation buys Joe's 
stock). Either method kicks up tax to 
Joe. 

In almost all cases, the best way to 
accomplish the transfer is a recapt- 


talization. It is the most common 
method used by knowledgeable busi- 
ness owners and professionals. 
Why? It is capable of accomplishing 
almost every imaginable objective. 

For example, a properly structured 
recapitalization can accomplish all 
seven objectives stated above. It 
transfers the future growth of your 
business to the next generation by 
freezing the current value of your 
business into preferred stock, which 
is kept by the present controlling 
stockholder (Joe). The common 
stock, which enjoys the future 
growth of the business, goes to the 
next generation of family members 
(Joe’s children). Best of all, the 
entire transaction is tax-free. * 


Irving L. Blackman and James L. 
Harfteld are partners in Blackman, 
Kallick & Company, Ltd. Certified 
Public Accountants, offices in Chit- 
cago (180 North LaSalle Street, 
Chicago, IL 60601), Miam1, and 
Houston. Irv’s firm has established a 
HOTLINE to answer the tax and 
accounting questions of Play Meter 
readers. Call Jim or Jerry Sauve’ at 


312/782-3424. 
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SNAPSHOTS 


Morris Greenstein recently 
joined Felco Distributing in 
Phoenix as director of marketing. 
Felco serves as a distributor for 
Rand of Phoenix. After a 20-year 
career with Lockheed Electronics, 
Greenstein took early retirement 
from his post as marketing man- 
ager for petroleum equipment 
products. For Rand, Greenstein is 
concentrating on nationwide 
marketing and product distribu- 
tion. 


Coin Acceptors, Inc. has named 
Layne E. Lada branch manager of 
the company’s Minneapolis, 
Minnesota, branch office. St. 
Louis based Coin Acceptors mar- 
kets its products under the trade 
name COINCO. 

As Minneapolis branch man- 
ager, Lada will be responsible for 
sales and service management for 
COINCO customers in Minne- 
sota, North and South Dakota, 
Northern lowa, and Wisconsin. 


Don Edwards has joined Universal U.S.A. as distribution manager. 
He will be responsible for distributing to operators throughout 
California. He will also be working closely with the company’s Los 
Angeles branch in assisting its distributing department. 

Edwards has more than 40 years of experience in the amusement 
industry. Prior to joining Universal U.S.A., he worked three years as 
sales manager with Bally Advance in south San Francisco. 
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Merit Industries has appointed 
Jerome K. Bishoff as Midwest 
regional sales representative 
covering Michigan, Ohio, Indi- 
ana, and Illinois. 

“Bishoff’s 15 years experience 
in video arcade operations and 
distribution is invaluable,” said 
Mort Ansky, Merit’s vice presi- 
dent of sales. “His marketing 
background and awareness of 
customer needs will enable us to 
work more closely with our Mid- 
west distributors.” 


all. bcm 


Ray Heidel has been promoted 
to vice president of engineering 
for Taito America Corporation. 
Heidel, manager of Electrical 
Engineering since he joined Taito 
America in 1980, will now super- 
vise the entire engineering 
department, with responsibility 
for all its functions from the 
development of hardware and 
software to mechanical and elec- 
trical engineering. 
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Bentley Bear is back in a new 
Atari Action Pac Conversion Kit for 
Missile Command, Dig Dug, Kan- 
garoo, Food Fight, and Arabian. 
“Crystal Castles is location proven, a 
game that is sure to add new earn- 
ings potential to these older games, » 
said Jerry Marcus, executive vice 
president of sales for Atari's Coin- 
Operated Games Division. 

Each wave of the conversion 
game still presents Bentley with a 
tempting trail of ruby gemstones 
winding in and out and around 16 
different 3-D super maze structures. 
Bentley zips past his competition, 
stunning enemies in a single leap, 
scurrying through the tunneled 
interior of the maze, and discovering 
Secret Warps that access players to 
advanced game levels. And he con- 
tinues to deliver multiple challenges. 

Each kit includes all the electron- 
ics, hardware, instruction manuals, 
and graphic materials for complete 
conversion. 

Operators can order Crystal 
Castles Kit A to convert an upright 
Missile Command. Order Crystal 
Castles Kit B to convert an upright 
Dig Dug, Kangaroo, Food Fight, and 
Arabian. Also included in each kit ts 
a colorful location poster. 
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Atari's I, Robot creates futuristic 
3-dimensional worlds in which 
players can join the rebellion against 
“Big Brother” and his “Evil Eye.” 

“T, Robot is a series of firsts for 
the industry and for players,” said 
Jerry Marcus, executive vice presi- 
dent of sales for the Coin-Operated 
Games Division. “J, Robot is the 
result of a two-year Atari technology 
development program. This new 
system produces incredible 3-dimen- 
sional video graphics and animation 
not possible before now. 

“Doodle City” is an interactive 
entertainment feature. The player 
can choose to enter a world of 
unlimited creativity where the I, 


Robot graphics can be manipulated 


in an infinite variety of colors, 
shapes, and patterns. 

Also for the first time, players can 
change their viewpoint on the play- 
field to an overhead view of the 
terrain or to a ground level view 
where shooting enemy objects is 
worth more points. 

A “Transporter” feature allows 
players to select higher starting 
levels. Game play hints are also 
given at the beginning and end of 
each game. 

Game play begins with these 
instructions: “You are an unhappy 
Interface Robot (#1984) in rebellion 
against “Big Brother’ and his “Evil 
Eyes.” The Evil Eye dictates the law. 
The Evil Eye will kill you if it sees 
you breaking the law. Your mission 
is to destroy the Evil Eye.” 

The player must advance toward 
the Eye by collecting all the red areas 
on the playfield by jumping to each 
one. Each jump to a red area 
weakens the Eye’s protective shield. 
After all the reds are collected, the 
Robot can destory the Eye and reach 
the secret Pyramid. 
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Look into 
the future 


An Australian firm has developed 
a mobile, computerized character 
analysis system to provide palm 
readings, signature analyses, and 
horoscopes. 

Sino Nomines’ Astroscan 2000 
character analysis computer inter- 
prets astrological data, handwriting, 
palms, and numerology. The system 
includes a lightweight, folding dis- 
play of flashing LED lights, two 
visual display terminals, keyboard, 
printer, optical reader, and hand 
scanning unit. Total weight is about 
220 pounds, and the system is fitted 
with castors for mobility. 

Astroscan 2000 offers a choice of 
readings for customers, including 
palm reading, signature analysis, 
horoscope, numerology, and lucky 
lottery numbers, and can service 
three Customers per minute, com- 
pany officials said. It can be operated 
by one person and incorporates an 
electronic counter meter to record 
every printout. Setup time is 30 
minutes. 

Astroscan’s printer uses pre- 
printed computer stationery to rate 
some 40 individual personality traits 
and list horoscopes, numerological 
traits, predictions, and lucky num- 
bers. 

Each computer is custom built in 
Australia and uses a Microline 83A 
or 84 printer, with service facilities 
available. 

Sino Nomines has agents in 
Maitland, Florida, and in Los 
Angeles. 

For more information contact: 
The Office of the Australian Trade 
Commissioner, 636 Fifth Avenue, 
New York, NY 10111. 
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The Video Outpost 


Put any two video games 
ANY UWHERE! 


How many profitable locations have you passed up because of security 
risks? How many outdoor locations could be producing profits for you 
right now? The all-steel. weather-repellant. vandal-resistant design of The 


Video Outpost makes nearly all locations possible 
Count your potential new locations tonight and call us tomorrow! 


For more information on the many features of The 
Video Outpost, or the name of the distributor nearest 
you, call: 


ALL-WEATHER AMUSEMENTS 


5 Patricia Lane ® Spring Valley, NY 10977 
914/354-3095 


THERE IT IS! 


‘THAT'S THE NUMDER! 


To Subscribe To 
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AVS Systems, Inc. of Arlington, 
Texas, introduces the Aztoasis, a 
self-contained, free standing, coin 
operated car care center. 

The Axutoasis could be the 
vendor's answer to falling video 
game revenue. 

Customers may service their cars 
with air, vacuum, select from two 
different scents, and get pre-mixed 
antifreeze or windshield washer 
solvent. All four services can be used 
at one time. AVS Systems states the 
Autoasts is designed for fast, clean, 
and easy operation. The coin box ts 
protected behind three locks. 

The system uses state-of-the-art 
electronics, the company reports, 
and four-color graphics call atten- 
tion to the services offered. 


AUTOASIS 


nner nee 


Antifreeze © Hi @ Scent 
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Pressure 
tester 


Tech Vend Marketing of Nor- 
cross, Georgia, manufacturer of the 
Heart/ Rate, Pulse/Rate Computers, 
introduces the Data Care 1000 Blood 
Pressure and Heart Rate Computer. 

Tech-Vend President Ken Bagley 
states “The Data Care 1000 is 
designed as an inexpensive mass 
screening device for high blood 
pressure at the workplace.” There 
are 26 million lost workdays due to 
illness from uncontrolled high blood 
pressure and $1.7 billion in lost 
earnings each year, Tech-Vend 
officials said. 

Data Care 1000 is a self adminis- 
tered device. 


Worth Its 
weight 


The Astro Scale from Astro 
Vision Inc. in Ontario, Canada, is a 
highly accurate, quality built elec- 
tronic scale that weighs in pounds 
and kilograms, company officials 
said. 

This coin-operated scale was 
designed with convenience stores, 
drugstores, sport shops, airports, 
train stations, and bus depots in 
mind. 

Because people are now health 
and weight conscious, the Astro 
Scale can become a valuable and pro- 
fitable customer service, company 
officials said. 

The Astro Scale is available in 
units of 1-10, 11-25, 26-99, and 100 
or more. For more information, and 
a current price list, contact Astro 
Vision Inc., Astro Scale Division, 
41-D Deerfield Dr., Nepean, 
Ontario, Canada K2G 3R/7. Tele- 
phone: 613/226-7515 or 225-5587. 
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Aids to the Trade 


Warning labels 


Law professor Richard Hunter 
suggests all operators post a sign on 
each game at the point of entrance 
to electrical works, warning of 
possible electrical shock (Play 
Meter, May 1, 1984, p. 15). 

Labels from Personalized Pro- 
ducts Unlimited may inhibit an acci- 
dent or could possibly be an asset in 
a court case. 

The actual size of the labels is 3” x 
2”. One label reads “Warning: Entry 
to Possible Electrical Shock,” and is 
gloss white with bold red print. For 
easy installation, it is made with 
pressure sensitive adhesive. 

Also available is a label stating 
“Warning—Forced Entry Subject 
To Arrest.” 

Either label is sold at a flat rate of 
50 cents each in any quantity. 

Send inquiries to Duane Costa, 
Personalized Products Unlimited, 
P.O. Box 374, Hilmar, CA 95324. 
Telephone: 209/667-6458. 


WARNING 
ENTRY TO 


POSSIBLE ELECTRICAL 
SHOCK 


Steel top 


The new all-steel Gem Top from 
Gem Top Mfg., Inc. has _ black 
window frames as standard equip- 
ment. The optional dark glass 
reduces ultraviolet sun rays while 
keeping valuable cargo hidden from 
intruders, company officials said. 
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The 1984 Gem Top comes in a 
variety of heights available in 6” 
increments on special orders. Heavy 
duty rotary latches keep doors 
locked securely. For added security 
Gem Top has optional security 


“screens. 


Gem Top commercial units are 
currently in production at both Gem 
Top factories in Clackamas, Oregon 
and Murfreesboro, Tennessee. 


The company also announced a 


five-year warranty on its all-steel 
product line. 

For further information, contact 
Judy Fuglestad, Gem Top Mfg., Inc., 
8811 S.E. Herbert Ct., Clackamas, 
OR 97015. Telephone: 503/659- 
D199: 


Van trailers 


Airflite Van Trailers are now 
available from Grosshaul Mfg. in 
Staunton, Illinois, featuring Aero- 
dynamic fiberglass nose cone, and 
fiberglass top; %” solid steel lower 
unitized chassis plate frame up 24” 
(lower side wall) aluminum siding 
(.050 wall min.) with axle capacities 
to 26,000 Ibs. 

Airflite Vans are compatible with 
trucks from % through 1% ton 
GVW ratings. Imron paint with 
color keyed accent stripes, steel 
belted tires, and four wheel brakes 
are among standard equipment. 


For more information and bro- 
chure, contact Grosshaul Mfg. 
Trailer Division, Exit 41, I55 at 
Staunton, IL 62088. Telephone: 
618/635-8450. 


Power supply 


A new quad-output power supply 
designed for use in microprocessor 
systems, electronic test equipment, 
and arcade game applications is now 
available from CEI Corporation. 

The CEI Model FD-400 is a 65 
watt OEM power supply providing 
outputs of +5 VDC at 3.5-5 Amps, 
-5 VDC at .5 Amps, +12 VDC at 1 
Amp, and +24 VDC at 1 Amp. It is 
designed to meet UL standards and 


1 has the following dimensions: 3.25” 


CW). 10,75" (1) x-2.65-" CA). 

The FD-400 features an optional 
built-in isolation transformer incor- 
porated into the power supply. Stan- 
dard features include metal pass 
transistors, cermet pots, ceramic ICs 
and plated through p.c.b.s for high 
reliability. All units shipped are 
burn-in tested on CEI’s RP1000 
burn-in load station. 

CEI Model FD-400 is in full pro- 
duction and priced at $59.95 each in 
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OEM quantities with delivery in one 
week. 

For more information, contact 
Robert Stiles, Sales Manager, CEI 
Corporation, Box 501, 30 Industrial 
Drive, Londonderry, NH 03053 
Telephone: 603/623-8888. 


Lexan kit covering 


Interlogic has a solution to the 
single biggest complaint about con- 
version kits: keeping the games 
looking new and preventing players 
from defacing control panels by 
picking away at the edges of button 
decals and player instruction decals. 

A 10 mil. heavy duty clear suede 
Lexan that resists surface peeling 
and enhances the overall look of the 
panel has been incorporated into 
Konami/Interlogic’s conversion, 
Pandora’s Palace. 

A 4 mil. silk screened vinyl back- 
ground goes over the control panel. 
Second, the button decals and player 
instruction decal (made of 2 mil. 
mylar) are placed on top of the back- 
ground graphic. Third, the clear 
suede Lexan protective covering is 
applied over the decals. 

Also included in the Pandora’s 
Palace conversion kit is a collection 
of 20 small decals of Lil’ Caesar anda 
Pandora’s Box full of all the hazards 
that beset him. 

For further details, contact Inter- 
logic, Inc., 9806 W. Farragut Avenue, 
Rosemont, IL 60018. Telephone: 
312/671-0305. 


Thermal kit 


Now available from APE Cor- 
poration is a thermal kit (Part No. 
2700-0001) for repair of PCB, 
replacement of missing tracks, pads, 
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fingers, flat pack installation, engi- 
neering modifications, pressure 
reflow soldering, cable connector 
and cable plug rework, as well as 
wire stripping functions. 

The kit includes a heat tweezer 
with resistive tips, conductive tips 
for connector plug wire removal and 
repair, and stripper tips for wire 
stripping. Also included are: a 
thermal handpiece, reflow parting 
tips for circuit removal and replace- 
ment, a flux dispenser, and a 
practice board with flat pack ICs. 

The kit is designed for use with 
APE Models PRS 375 through 475 
and SRS 028 Power Sources, but can 
be used with alternate variable low 
voltage (0-3 volts AC) high current 
(15-20 AMPERES Power Source). 

For more information, contact 
Automated Production Equipment 
Corp., 142 Peconic Ave., Medford, 
NY 11763. Telephone: 516/654- 
LIO7.. 


Temperature 
sensors 


Micro Switch has added TO-92 
packaging to its TD line of inter- 
changeable temperature sensors. 

Known as the TD2A, the newly 
packaged temperature sensor may 
now be mounted directly to a printed 
circuit board. The TD2A uses a 
nickel-iron alloy, which is deposited 
on a 40 x 50 mils silicon chip. 
Computer-controlled laser trim- 
ming of the thin film resistor pro- 
vides sensor-to-sensor interchange- 
ability within +/-0.7 degree C at 
room temperature. The TD2A sells 
for $1.80 in quantity orders. 

The TD2A_ produces a linear 
change in resistance as temperature 


changes. Response time is nine 
seconds. Chips are trimmed to pro- 
vide 2000 ohms nominal resistance 
at room temperature (20 degrees C). 
Maximum error over the entire 
Operating range of -40 degrees to 
150 degrees C (-40 degrees to 302 
degrees F) is +/-2.5 degrees C. 

Recommended excitation for the 
TD2A is 1 mA. Linearity is +/-1.9 
degrees C (best fit straight line) 
from -25 degrees to 85 degrees C. 

For further information, contact 
Micro Switch, A Honeywell Divi- 
sion, 11 West Spring Street, Free- 
port, IL 61032. Telephone: 815/ 
235-6600. 


Magic Arrow 


It seems impossible to separate 
the 14” stainless steel washer from 
the 3%” hand made wooden 
arrow—but it can be done. Nothing 
comes apart, nothing is glued or 
welded! 

The Magic Arrow is a fun item 
which can be imprinted on both 
sides with a company advertise- 
ment. Take your frustrations out on 
figuring out how it’s done. 

The Magic Arrow is a practical 
floating key chain that makes a fun 
gift. 

For information, contact Royal 
Sunshine Industries, Inc., P.O. Box 
83, Palm Beach, FL 33480. Tele- 


phone: 305/833-8507. 
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GLASSIFIED 
ADVERTISING 


| Northern California's : 
ROUTE LARRY sae SIGN CO. VIDEO CONNECTION 
CLEARANCE SALE | 49 reisterstown, Maryland21126 Ney Uaed Chines — 


— Conversion Kits & PC BOARDS — 


Over 50 Conve rtable cures Peliet tsa Mr. Do!’s Castle & Wild Ride @ Nova 2001 
“a 2. — Complete Kits — 
Games. Most Games a —— Jr. Pac-Man $650 © Time Pilot ’84 $775 


Below $350 i.e. Po peye, : , ath ¢ ; fatale inhi Joust $195 @ Donkey Kong & Jr. (cheap) 
oe. Mr. Do!’s Castle $450 @ Popeye (complete 
Donkey Kong, Jr. or kit) $175 ¢Mario Bros. $450 
Dig Dug, Robotron, etc. oe aoe Champion Baseball $495 
: 4in 1 & 8 in 1 Greyhound Poker Kits—call 


512/863-3031 301-833-5941 Call For Free Price List! 


Without Arrow $259.00 


4 = 
The Number 1 game on the street! 
Don’t take our word for it, 


ask any operator 
or 


call your distributor 
or 


call us! 


CROWN VENDING CORPORATION 
1-59 44th Ave. « P.O. B 9 
a aa 212/592/7070 


‘SUPERBIKE’ — It's a kit to convert ‘Donkey Kong’ and it’s a Game Pack for the CVS System — only $275.00! 
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WE TAKE TRADE-INS! 
QUICKIT.. 


CONVERSIONS MADE SIMPLE & FAST! 


e Cut your conversion kit installation time 
by as much as 75% 


@ No technical expertise needed. Almost 
anyone can do it. 


FREE QUICKIT with purchase of any of our 
conversion kits! 


Featuring ... Mr. Do!’s Wild Ride ¢ Nova 2001 ® Time Pilot '84 e 
Champion Baseball II © The Tin Star & many more! 


Ask About Our Kit Closeouts! 
Only available through: 


M.H. ASSOCIATES 
Conversion Kit Specialists 
1 800 843-5487 


1 800 VID-KITS 


1725 N. lst Ave. In ND, Alaska, Canada 
Fargo, ND 58102 701/237-4563 


*Patent Pending 


Distributors Wanted WANTED 
Buy direct from factory @ wholesale prices Service Technician to repair music, games 
on talking D.W.I. Breath Analyzer, Rose and vending equipment in northern New 
Vendors, and Physical Fitness Computers. Jersey, New York area. Salary determined 
Call today or write for additional infor- by experience. Send replies to: Play Meter 
mation. BFP SUPPLY CO. 165 Broad- Magazine, Dept. TS, P.O. Box 24970, New 
way, Amityville, NY 11701501/691-2414 Orleans, LA 70184. 


FOR SALE 


Major Midwest Airport Location 


4 year lease remaining. Grossing High 
Monthly Dollars. Includes over 100 videos, 


14 Rowe BC-35 Bill Changers plus more. 
Price $300,000 
Other information available. Serious 
inquiries only, reply to: 


Play Meter Magazine, Dept. KV 
P.O. Box 24970, New Orleans, LA 70184 
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AUCTION 


JULY 21, 1984 
11:30 a.m. 


Over 100 Late Model 
Games & Phonographs 


PLAY IT AGAIN... 


36339 Groesbeck Hwy. 
Mt. Clemens, MI 48043 


313/792-7020 


New & Used Games Sales 
Open 9-5 Mon. thru Fri. 


LEARN TO REPAIR 


e Video Game Boards 
@ Power Supplies 

e And Monitors 

IN YOUR OWN HOME! 

Our complete Analog and Digital 
Course is taught on ten (10) video 
tapes (approximately 30 hours) 
“100% Satisfaction Guaranteed” 
For More Information, Call: 


800/221-0834 
(in NY State) 2 1 2/377-0369 
or write: Electronic Institute 
of Brooklyn 


4801 Avenue N (corner E. 48th St.) 
Brooklyn, NY 11234 


ROUTE 


CLEARANCE SALE 
.  ... $1595 
Hennes s Lair 99 
Ms. Pac-Man 


Jungle King 

Moon Patrol 
Popeye 

Robotron 

Sinistar 

Little Casino 

Super Pac-Man(CT) 
Pac-Man(CT) 
Pac-Man Plus(CT) 


** 30 DAY WARRANTY ** 
B & B VENDING 


1560 Edison St., Dallas, TX 75207 


214/747-0041 
OFFICES IN: Dallas, any eenee 
Amarillo and El Pa 
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DISTRIBUTORS, INC. eG OaK 
THE OPERATORS CHOICE! 

sePimanufacturers DEFENDER ¢ STARGATE 
JOUST ¢ ROBOTRON 
BERZERK or ZAXXON 


YOU SHOULD CONVERT TO: 


® QUALITY EQUIPMENT 


@ EXPERT COUNSELING 
& SERVICE 


@ PARTS & SERVICE 


350 Thorens 
Garden City Park, NY 10040 
516/294-9490 
212/204-8828 


425 Fairview Park Dr. 
Elmsford, NY 10523 
914/347-3777 
212/538-1285 


304 Murphy Rd. 
Hartford, CT 06114 
203/278-6626 
800/842-8255 


11800-14 Industrialplex Blvd. 


Custom Made Kit 
pain Rouge, LA 7081¢ CHAMPION BASEBALL 


800/633-6432 
800/262-5188 $ ~ 9 s 
ABAASDSAASSSUASNASNSUSLSEAEASSNSSAS0R0L00N00RS0SSNSRECURSRORLOSES ES was 


now $49 5 COMPLETE 


FURUROEUEGEQCCUGGUQCGURUCQEQEQEQREQ EU ROQGUQUCCQCQRQCQGCRRERECRQEQHEGROGHEUQCGGGGGGRRRGURREOGERUERERERERERORERORERROORRERRREERS 


SSAUUHOUGHGHUCGHGROHOUGHERCHOUGHCUGHECGUUCUUOUSUREOUDUSORGEGHGEORGHOUOGHUGUEREGUGOUEUCOHGUGHOROHGROEGRGRGOGORCQOROROROROQEDE 


ABSOLUTELY FINEST CONVERSION KIT EVER OFFERED! 


“Too many coins NO TOOLS OR SPECIAL SKILLS REQUIRED! 


r tokens t 
Pi A viogincharte : NO SOLDERING ... CONVERTS IN MINUTES! 


Cut Counting Time 
70% with Klopp CUSTOM MADE CHAMPION BASEBALL KIT INCLUDES: 


Cou nters & Sorters @ Brand new custom made control panel with new joy stick 
new buttons, Champion Baseball overlay custom wired to exactly 
fit your machine .. . 


@ First class wiring harness with pre-“stuffed” edge connector 
and all plug in (molex) connections... - 


®@ Original printed circuit board guaranteed unconditionally for 


hs a 30 days... | 
Sort 1000 coins per minute. ® New Champion Baseball monitor plexi and new header plexi 
Count/wrap $1 ,000 marquee. 


in 20 minutes or less. 


Portable, manual or electric 


Mca one VIDEO WARE, IN 
Full one-year warranty ] . 


Economically priced 


— Call or write for full details —— | Los Angeles 


“Our 53rd Year” 


KLOPP. (213) 225-1337 


KLOPP LNTERNATIONAL, INC. 
P.O. Box 708 


Pinellas Park, Florida 33565 Telex: 295379 
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INFINITY 1 


THE GAME OF A THOUSAND FACES! 


NEW GAMES COMPLETE $495 (F.O.B. Chicago) 
KITS — While they last! * Plus ‘84 Releases 


All laser games available from $1295, Call for Current prices! 


Roc n’ Rope 
Lil’ Hustler 
Donkey Kong 3 Super Biker 
Lover Boy Lost Tomb 
Intrepid Progress 
Mega Zone 
Time Pilot ’84 


e Write your own program & replace your 
own IC’s. 

e Intelligent programing algorithm, 20 seconds 
needed only to finish 2764 copy. 

e Check, Verify, Read, Write, and Modify the 
PROM/EPROM in the programming mode. 

e Examine, Alter, Move, Fill, Upload, and Down- 
load the memory contents in the data mode. 

@ 32Kx8 dynamic RAM buffer with powerful 
memory handling capability from keyboard. 

e Allows data transfer/combine/separate from 
one PROM/EPROM type and size to another 
PROM/EPROM type and size. 

@ One RS232 port, for linking to the computer to 
upload/download data. 

e Simple to operate, over current indication, 
automatic check-write-verify sequence. 

e Fully protable for field or in-plant use. 

@ One full year guarantee. 


312/280-7610 
HOFFMAN INTERNATIONAL 


600 N. McClurg Ct. Ste. 309, Chicago, IL 60611 
Telex: 280208 Hoffmn. Int. Cgo. 


RRR RRR RRR 


VIDEO GAME AUCTION ¢ 


Saturday, July 7 Saturday, July 14 
Houston, IX Ft. Smith, AR 
Saturday, July 21 
Jefferson City, MO 


Full Selection of Videos, Pins, Jukes & Lasers 
will be sold at these auctions. 


For More Information, Call: 


501/774-0777 


Auctions Conducted By: 


Mark C. Thomas & Associates 
P.O. Box 5129, Texarcana, TX 75505 
License no. TXE-064-1322 


TERMS: Full payment day of auction, strickly cash, cashiers check, personal or 
company check only with current bank letter of guaranty. No exceptions please. 
RRNA SS ASS 
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DRAGON'S LAIR 
SLIPPING ? 


Stay competitive convert to 


1 COIN/PLAY 


e Extends game life 

e Increases overall revenue 
Attracts new players 
10 minute installation 
No game PCB modification 


$29.95 
(heck or C.0.D. 


COIN DOUBLER 


5-31 50th Ave. 
New York, NY 11101 


212/706-4126 


CONVERSION 
KITS 
and supplies 


WANTED 
USED PC BOARDS 


CALL FOR QUOTES 


‘Eldorado Products Ltd. 
14816 Main Street 
Gardena, CA 90248 


213/516-9525 


We Are Central 
New York’s Largest 
Distributor of 


Conversion Kits 
Authorized Greyhound Dist. 
Complete line of Dynamo— 
foosball, parts & supplies 
Tommy Lift Gate 
New & Used Games 
Best Prices 
Latest Conversions 

We Want To Buy 
Your Used PC Boards 
24 Hr. Turnaround Service 


Hi-Tech Coin Machine 


Distributors, Inc. 
8359 S. Main St., Cicero, NY 13039 


3.15/699-280/ 
315/699-4953 
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ATENCION: 


CLIENTES DE LATINO AMERICA 


VIDEO WARE, INC. LES OFRECE 
LOS MEJORES PRECIOS EN 


P C BOARDS 


LLAMENOS Y COMPARE!!! 
Preguntar por Cecilia 


Video Ware, Inc. 


213/225-1337 


WE WANT TO BUY 
YOUR USED COLOR 
P.C. BOARDS 
FOR EXPORT 


Video Ware, Inc. 
213/225-1337 


600 Clover Street Telex: 295379 
Los Angeles, CA 90031 Tablevision 


WE HAVE THE LOWEST PRICES IN AMERICA 
FOR LEGAL PRINTED CIRCUIT BOARDS! 
COMPLETE KIT INCLUDING GRAPHICS! 


TITLE 
Mr. Do!’s Castle 
Motorace USA 
Champion Baseball 
Time Pilot 


PRICE F.0.B. L.A. 


* PC BOARD ONLY 
“AND MANY MORE QUALITY KITS AT GREAT PRICES” 


600 Clover St. 
Los Angeles, CA 90031 


213/225-1337 
Telex: 295379 


BOARD | 


REPAIR 


Reliable Service 
Y.C. Engineering 
615/793-9142 


Telex: 53-4623 


)) ann) ma ) sme ) 


PRIZE-FILLED 
EGG VENDING 
MACHINES 


New & reconditioned 


egg dispensing 
equipment & supplies. 


Innovative Industries 
2605 Grand Ave., Carthage, MO 64836 


417/358-6891 _ 


Foreign & Domestic 


Coming... 
September 1 


Distributing 
Issue 


WANTED TO BUY 


Pool Table and Juke- 
box Route. Houston or 
Austin, Texas. 


Great Southern 
Amusements 


713/862-2057 


(CA nent 


PAY PHONES 
—mean— : 


PROFITS 
SSSSS 


IDEAL FOR: 


e Vendors 

e Restaurants 

e Service Stations 
e Lounges 

e Stores 


FEATURES: 
e Easy to Install 
e Access MCli/Sprint 
e Instant Cash Flow 
e Touch Tone 

or Rotary 
e Takes quarter/dimes 


Dealer & Distributor Programs Available 
For Information 


EMPIRE LIBERTY TELCO 


— (612) 471-0143. 


1-Brandt Sorter-Model 665-complete 
with bag attachments. Excellent condition 
Call: 301/289-7271. 


WANTED 
Pre 1970 pinball machines, back glasses, 
play fields and Midway’s Space Gun. Call 
Rob at 216/369-1192. 


Business Opportunity 
Well established route in North Central 
Wisconsin. Jukeboxes, Pool, Pinballs, and 
Videos. 220 games in 55 locations. 715/ 
474-6748. 


SORT & COUNT 
_ COINS FAST 


COIN COMPACT REUSABLE 
SORTER COUNTER COIN 
PACKAGER iz Xie PACKS 


NADEX plastic coin equipment and reusable 
coin packs provide today’s best value for small 
volumn coin handling. FREE. TRIAL OFFER: 
SATISFACTION GUARANTEED. Write for details. 


NADEX Industries Dept. 84005 
220 Delaware Ave., Buffalo, NY 14202 
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PAYMASTER 
TICKET 


DISPENSERS 
Now Available For 


VIDEO GAMES 
Harber Technology 


513/772-5053 


TRY US! 


For ALL [he 


LATTES! KITS! 
New & Used Equipment 


AWS Distributors i 


8431 Mastin Drive 
Post Office Box 4057 
Overland Park, KS 66204 


913/642-9744 


VISA 


| 
3 


RNKNMHKAAAAAAAAAAD, 
CLEARANCE SALE 
Cinematronics 
Space Ace Kits 
(New in Box) 


RON |H_AasoITASAsASsJ' MNJ 
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only $695 
Amusement 
Services, Inc. 
206/682-5764 
Z Hurry while supply lasts! 
ZAR MAA HAMA 


A-1 GAME 
ALARM 
$10 


To prevent 
Break-Ins 


Your phone call and 

|" order for 2 or more 

ahs 1 on Friday will entitle 

-} you to a free cup 

A-1 Products @ 919/527-8241 
333 N. Queen St., Kinston, NC 28501 
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Re cee Full Price 
No Soldering — No Wiring 


Kit Includes: 
Header, Side Decals, Front Panel, 
Chips & Module 


The Ultimate Conversion Kit 
Converts Instantly the Following Game Systems 


Nintendo — Including Donkey Kong 
and Donkey Kong Jr. 


C.V.S. Interchangeable Systems 
Stern — Including Scramble 


Dedicated Interchangeable Game Available Also 


Send Coupon for Immediate Delivery 


A Hyper Olympic Game 
ForA 
Reasonable Price 


Call Now 
(401) 946-2077 


Montgomery Vending 
P.O. Box 3263 
820 Elmwood 

Providence, RI 02907 


Name 


Address 


CW oS igte 
Tel. ( ) 


Zip 


Please Send Kit For No. of Kits 


Donkey Kong 
Donkey Kong Jr. 
Scramble 


Check Enclosed For $ 


“USED P C BOARDS| 
BUY ¢ SELL ¢ TRADE 
Hundreds in stock! 


Pac Man Roc n’ Rope Rally X 

Amidar Phoenix Lady Bug 
Frogger Zaxxon Kangaroo 
Tunnel Hunt Donkey Kong Scramble 
Qix : Defender Galaxian 


Champion Baseball Kits — $350 


MANY MORE TO CHOOSE FROM! 
PARTS ¢ SUPPLIES ¢ REPAIRS 


Y.C. ENGINEERING 


615/793-5669 615/793-9142 
Telex: 53-4623 


OOOO OOOO OOOO OOOO OOOO OOOO a 
COMMENTARY 


IS THERE LIFE AFTER PAC-MAN? 


By Louis Boasberg 


Once upon a time, Ralph Lally, editor and pub- 
lisher of Play Meter magazine, lamented in an 
editorial the fact that there were very few video and 
amusement games being originated in America. He 
wondered what had happened to the inventive 
genius and initiative of American designers, engi- 
neers, and technicians. 


Ralph was so right. Japan had tried to conquer by 
military means and failed, but after the war, with the 
help of American capital, know-how, and American 
mass production methods, the pupil exceeded the 
master. The losers are the winners and the winners are 
the losers. 


The technical skills and achievements of the 
Japanese have been amazing. They have conquered 
almost the entire world of electronics. Most of the 
successful video games originated in the Land of the 
Rising Sun. | would hate to think where we would all 
be without Space Invaders, Pac-Man, Donkey Kong, 
Ms. Pac-Man, Pole Position, Track & Field, and a few 
others. 

We cannot subscribe to the theory that there are 
no more brains left in America and that American 
engineers and designers cannot originate sensational 
coin-operated games. But this does seem to be the 
situation. 


It seems to this writer that perhaps we should 


adopt more realistic themes for games today in order 
to attract players—themes that players or large groups 


of players can relate to. Perhaps we have had enough | 


whimsy and cute games. Designers have planned this 
cuteness in games to retain the female players. This 
feminine play was established by Pac-Man and 
continued with Ms. Pac-Man, Centipede, and a few 
others. But perhaps in overemphasizing cuteness, 
whimsy, and comedy, we have alienated and lost 
many masculine players to the “gray area’ invasion. 


| think we can adopt realistic themes and not only 
regain some of the old players who have deserted 
video games, but capture some new fans for our 
games. The recent wave of sport theme games is a 
good beginning. 

On a realistic note, why don’t we adopt themes 
dealing with history—ancient, modern, and current? 
War games are interesting, and certainly we can 


resurrect a war theme without offending any country 
or race. 

Why not games involving finance, Wall Street, 
politics, foreign intrigue, espionage, famous books, 
famous movies, music, art, literature, action, adven- 
ture, mystery, the occult, nostalgia, and trivia? 

Auto racing games have always been popular, so 
why not a game involved with driving a car in traffic? 
Freeways, expressways, city streets with traffic lights, 
stop signs, and wild drivers present as much danger 
and hazards as driving in the Indianapolis 500. 

If we believe that there’s nothing new under the 
sun, if our designers and engineers cannot think up 
something new, why don’t they become scholars and 
spend many long hours in research? Let them go over 
all the old Billboard and old coin machine magazines 
issued in the past 60 years. Let them study all the old 
International Mutoscope, Mike Munves, and other 
manufacturers’ catalogs. Let them look over every old 
brochure and circular they can find. Let them seek 
out old amusement games, flippers, etc., stored away 
in garages, warehouses, people’s homes, etc. 

By studying these old games and selecting what 
were once great and appealing games and features, it 
is possible that they might modernize and revive 
these games, improving the technical aspects, the 
beauty, the graphics, and adding modern technology 
and methods of play. After all, what are two of the 
greatest box office hits of all time? Namely “Raiders of 
the Lost Ark” and the current “Indiana Jones and the 
Temple of Doom.” But they’re a revival of the Pear! 
White, Ruth Roland, and other cliff hanger serial 
thrillers of yesteryear. 

On amore modern note, why not run blind ads in 
all the trade journals, large newspapers, the Wall 
Street Journal, and national magazines, advertising 
for original ideas. I’ll bet there is many a person in this 
country, young and old, male and female, who has an 
idea for a brilliant and appealing coin-operated 
amusement game. All we have to do is find these ideas 
and translate them into games that make money. 

So let us revive the old hits and discover new hits 
which may produce just a few all-American winners. 
We will always appreciate the Japanese connection, 
but now is the time for all good men to come to the 
aid of the industry. 


OOOO OOOO OOO OOOO OOOO OOOO) 
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Sheila suggests: 


Q-Bits®, because nothing fits except Q-Bits® 
It’s the remarkable system from Roger 
Williams Mint that stops unauthorized coins 
and tokens. There is a wide variety of key 
combinations available, and each of our 
customers gets exclusive rights to that 
combination within a 150 mile radius. 
Conversion is simple and inexpensive and 
Q-Bits® stock or custom are available quickly. 


Northwest Industrial Park, 79 Walton St., Attleboro, MA 02703 


Save up to 25% on conventional tokens. Call 
our toll-free number and we'll prove the 
point. We give Same Day Shipment on stock 
tokens and just 3-4 week delivery on your 
custom designed order. Design service 
available at NO CHARGE. 

We believe we can save you 25% or more. 
Call Sheila toll-free 800-225-2734 and get the 
facts without obligation. 


*In Massachusetts, call (617) 226-3310 
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32500Victor Street ° Santa Clara, CAg95050 ¢ Telephone: 408-727-4591 
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